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The pay-off in the retail 
lock business comes when 


you handle a line with 


PRODUCT 
FEATURES 


There are plenty of 
talking points in YALE 
locks, highlighted by 


“ ‘a ” “3-WAY" CUPBOARD AND 
such exclusives as: ONE-ARM™ NIGHT LATCH 


she wind dedi’ ovr made SUPER PIN-TUMBLER PADLOCK DRAWER LOCKS 
with case-hardened steel shackle adaptable to three positions 


PROMOTION 
IDEAS 


Behind each type of 

lock, YALE puts a pro- 

motional campaign 

that extends from na- 

tional advertising to ‘ 
point-of-sale display YALE Loco 


Be aaty AUXILIARY 
boards. prarems Pratection LOCKS 


AUXILIARY LOCK 


SATURDAY EVENING POST “ONE-ARM" WINDOW DISPLAY MERCHANDISER 


BRAND 
RECOGNITION 
And behind the sales 


THE YALE & TOWNE 


promotional program ilies ae a 
is the traditional ac- MANUFACTURING =: 


ceptance by the Ameri- 
can public of the name 


YALE as representing The name Yale helfrs make the sate STAMFORD, CON N. 
the utmost depend- . | 


ability in lock pro- 
tection. 
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Couteate for NOVEMBER 5, 1949 


News and Trends 

Letters to the Editors 

50 Years Ago 

Washington Calendar 

Editorial — The Salesman's Creed............................ 
A Small Home with Big Home Features 

The Merchandising O'Malleys 


Ideas that these Master Merchants of the Southwest are utilizing 
can be adapted with profit to your own operation 


The "Open-End" Mortgage 
A new kind of credit can double the home modernization market 


Pointers 
Here's a Radio Program That Pays Off 


Currell Lumber Cc., Tucumcari, New Mexico, goes on the air 
every day direct from the sales floor. Informal commercials 
draw an audience that not only listens but more important—buys 


An Analysis of Dealer Operating Figures 


Make the Customer's Problem Your Problem 
Return to basic selling fundamentals will offset the trend of de- 
clining volume 


A Yard Layout Designed to Save Time and Expense............. 
Brainard, Minn. dealer uses past experience in building new yard. 
Convenient arrangement, room for expansion, are results. 


Sounding Off 
Everything to Build Anything 


New Canadian retail store with its House of Ideas displays build- 
ers’ products to best advantage 


Farm Promotion Pulls New Customers 
Corn contest is magnet for new customers in Illinois town 


Your Profit-Making Forum 

What's New? — Products, Literature, Sales Aids 
Lumber Market Analysis 

Names in the News 

Classified Advertising 

Index to Advertisers. . 





THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the. industry's consumer selling activities in the local community. ; 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. ; 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 


BMPRICAN Li MERCHANDISER. Published every other week by American Lumberman, Inc.— 
Eetaiiished 1873 Ofte ot Publication, 159 Neon Wark Street. Chicago 2, Iil, Entered as second-class matter Oct. 2, 1946 at the Post 
Office. at Chicago, Illinois, under the Act of March 8, 1879. 











THIS IS “FLO-MATIC” THIS IS “FLO-MATIC” [| 
ROLLER MODEL H-1. Ss ROLLER MODEL P-1, | 
It needs no hose or pressure i Precision-designed for the 
pot—carries its own paint a professional painter. 
supply and pressure in its Though it can be used with ff 
strong aluminum-alloy cyl- any hose and pressure pot, f 
inder handle. Takes only many of your customer? 
seconds to fill, permits ” will buy the complete unit. 
painting continuously with- "ot (See picture 5.) Note con- 
out bending or dipping. Fig ae venient, clog-resisting fin- 
ee ger-tip control. 


...With Rubberset’s self-feeding 


@ NO BENDING! @ NO DIPPING! @ NO SPLASHING! 
@ NO DRIPPING! @ NO FLASHING! @ EASY TO CLEAN! 


RUBBERSET (0. 


146 Haynes Ave., Newark 5, N. J. Established 1873. Factories: Newark, N. J., 
Salisbury, Md., Gravenhurst, Ont., Canada—Branches: Los Angeles, Cal., Chicago, Ill. 


November 5, 1949, AMERICAN LUMBERMAN ° 























NEWS BRIEFS FOR THE BUSY READER 


© About 3 million total are unemployed due to steel and coal strikes. Unem- 
ployment will reach 5 million by December 1. 
Two-thirds of these are industries dependent on coal and steel. 





Plywood orders are running 75 percent ahead of production. Most mills 
are booked through the end of the year. Field reports indicate $4 to $8 
increases in many cases. 





/ Steel shortage means government will buy more wood grain storage. This 
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} will further complicate mill picture on plywood. Farmers will have to buy 
material for on-farm storage space. 





25 percent of house starts in first half of ’49 were rental units. 44 percent 
) of total starts in period were in non-farm rural areas. 


an eee 


sae 


=o 


» Building materials price index in September was 189.4. A year ago the 
figure stood at 204.1 (1926 prices equal 100). 
Lumber dropped 37.8 points in the past year. Paint dropped 17.1 points. 





New York is working toward a state-wide permissive building code. Cities 
will be able to substitute this code for their own regulations. This is long 
| range plan to standardize rules, hence cut building costs. 





Oak flooring is experiencing strongest market in a number of months. 
Orders are running ahead of production. Demand will be up this winter. 





Will wage increases and public housing mean higher house prices? Public 
housing construction will put pressure on a tight labor supply. This in turn 
may be used by unions as wedge for higher pay rates. 





Construction wages rose 3 percent in first nine months of ’49. This is 
decidedly less than the 8 percent rise experienced last year. 





A cement workers’ strike in Duluth has hit North Dakota dealers. Freight 
differentials make Iowa sources expensive. At the same time, Senate has 
put off considering “basing point” bill. But freight absorption will prob- 
ably be legalized next session. 





Stocks of Ponderosa pine for quick shipment are at low level. Orders are 
60 days over production and buying remains heavy. 








Cedar shingle demand makes quick shipments impossible generally. 

es Edw’: Nourse, chairman of the president’s Council of Economic Ad- 
me has resigned. He represented national business view well. There 
Ml be moch anxiety about his successor. 

Buitpiny, 
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HOUSE STARTS 


Construction picture looks 
more and more like record 


HOMEBUILDING set another 
record in September, with 100,000 
new permanent nonfarm dwelling 
units started, according to pre- 
liminary estimates of the U. S. 
Labor Department’s Bureau of La- 
bor Statistics. The increase was 
2,000 above August 1949, and 17,- 
800, or 22 percent, over September 
1948. The large September volume 
reflects an August-September in- 


When People Bought 
Their Homes 


Time of Purchase of Homes Owned 
by Non-Farm Families Early in 1949. 

















Since War's 
End 
1946-1948 


Depression 
1930-1939 
17% 





Source of Data: Federal Reserve Board 
(Copyrigtt: 1949: By The Chicam Tribune) “RD. AL. 








crease in building permits issued 
for residential construction in 
urban areas. 

Homebuilding activity has con- 
tinued steadily upward since the 
beginning of the year, with July, 
August, and September at record 
levels. Preliminary Bureau esti- 
mates show a 743,000-unit total for 
the first three quarters of 1949, 
surpassing last year’s January- 
September total by 1,600 units. 


RENTAL UNITS 


Final estimates for the first 6 
months of 1949 indicate that rental 
housing (units in 2-or-more family 
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NEWS a«d TRENDS 


structures) accounted for almost 
a fourth of all new dwelling units 
started during this period. For the 
same months in 1948, rental hous- 
ing was about a fifth of total new 
housing starts. 

Nonfarm housing in rural places 
comprised 44 percent of total new 
housing started during the first 6 
months of both 1948 and 1949. 

Telegraphic reports of local 
building permits issued in prin- 
cipal cities of the country show 
substantial increases for many of 
the cities reporting. Among these 
are Wichita, Kans.; New Orleans, 
La.; New York City, N. Y.; Phila- 


PLYWOOD MEETINGS 


Association tells product story 
to post-war wholesale salesmen 


IN a series of 32 meetings held 
in key trading areas throughout 
the nation, the Douglas Fir Ply- 
wood association is giving a vis- 
ual presentation of plywood prop- 
erties, uses, markets and sales op- 
portunities based on the inherent 
advantages of the material. 

The program seeks to instruct 
new (post-war) salesmen in ply- 
wood facts and at the same time 
serve as product review for old- 
time salesmen. 

The meetings are aimed at pre- 
paring and sharpening sales tech- 
niques for the long term pull 
rather than at stimulating imme- 
diate sales. 

The meetings are carried on by 
three-man teams, the teams being 
comprised of technical man and 
field man from the association, 
plus a member of top manage- 
ment from one of the plywood man- 
ufacturers. 


WEST COAST LUMBER 


Continued buying keeps orders 
running ahead of production 
UNFILLED order files for lum- 
ber mounted and gross stocks at 
Douglas fir sawmills of western 
Washington and Oregon declined 
as mills for the sixth straight week 
took more business than produc- 
tion, according to H. E. Smith, 
secretary, West Coast Lumber- 
men’s Association. Orders have ex- 
ceeded output for nine of the last 
twelve weeks. 

Fir producers accepted 18 mil- 
lion feet a week more business dur- 
ing September than production, 
Smith pointed out. Even in the 
face of a serious freight car short- 
age in Southern Oregon, mills 
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ALABAMA 
Birmingham Sash & Door Co 


ARIZONA 
Southwestern Sash & Door Co....seeeeeeceees Phoenix 


CALIFORNIA ae 
Pacific Coast Aggregates........ ++.+++Fresno, Oakland 
Sacramento, San Francisco 

San Jose, Stockton 

Blue Diamond Corp....... bekecteeencmenl Los Angeles 
Zellerbach Paper Co Los Angeles 
Redding, Sacramento 

Gem Cottle © Gai ciscesvcvcsscsecue .- San Francisco 


COLORADO 
Lumber Dealers Inc 


CONNECTICUT 

New Haven Reserve Supply 
Igoe Brothers, Inc 

Goldberg Building Supply Corp 


DISTRICT OF COLUMBIA 
Kern Distributing Co. Inc 


FLORIDA 
Soames Deed S Geer Geiccs ccccccesece a - Jacksonville 


iami 
I. W. Phillips Co 


GEORGIA 
McNair Lumber & Supply Co. .......eeeeeeees Macon 
Merry Supplies, Inc : Augusta 


IDAHO 
Reilly Atkinson & Co., Inc 


ILLINOIS 
National Plywoods, Inc Chicago 
Cree DHS Cie cc ccescccevccceceses Evanston 
Insulation Dealers & Supply Co. 
Hardware Products Co 


eeeeeeee Birmingham 


coccccceccs DONVEF 


New Haven 
Stamford 
Unionville 


Washington 


Sterling 


INDIANA 
Indiana Wholesalers, Inc 
Inland Distributing Corp 


IOWA 
Williams & Hunting Co.........eceeeeees Cedar Rapids 
Central States Steel, Inc Counci! Bluffs 
Lumbermens Associated Buyers Co.... Des Moines 
AS eer Fort Dodge 
The Fonda F. Rock Co. Sioux City 


Evansville 
Ft. Wayne 
Indianapolis, South Bend 


KANSAS 
The Russ Building Material Co..... «eee. Wichita 


KENTUCKY 
Huttig Sash & Door Co........eeeeee Poowece Louisville 
Paducah Sash & Door Co 


LOUISIANA 
Woodward-Wight & Co., Ltd 


MAINE 


Rice & Miller Co......eeeeees Kittin Bangor 
The Emery-Waterhouse Co........+6+ +eeeesPortland 


MARYLAND 
Radford & Sanders Inc - Baltimore 
Delmarva Sash & Door Co........00% occeees Barclay 


New Orleans 


MASSACHUSETTS 

Building Materials Wholesalers, Inc. 
Allen Slade & Company 

Warren F. Hoye, Inc 

Read & Company, Inc 


Charlestown 
Fall River 
Springfield 
Worcester 


MICHIGAN 
Cloverland Supply Co.......... Censatonl Crystal Falls 
Quality Materials Co Detroit 


MINNESOTA 
Marshall-Wells Co 
F. |. Products Co 


MISSOURI 

Huttig Sash & Door Co 

Central States Steel, Inc Kansas City 
Joplin 

MONTANA 

Lumber Dealers, Inc 

Lumber Yard Supply Co 


NEVADA 
Zellerbach Paper Co 


Billings 
.+++Great Falls 


NEW HAMPSHIRE 
Johnson Lumber Co., Inc Manchester 


Ww. , 
NEW JERSEY — 
Igoe Brothers, Inc...... Se eee Asbury Park 


Hawthorne, N 
Interstate Roofing & Supply Co —_ 


NEW MEXICO 
Southwestern Sash & Door Co 


NEW YORK 

Igoe Brothers, Inc Brooklyn 
Hollis, l. |, 
CE Es SONG Riso 5sicsccteeesscecscanll Buffalo 


Saltpoint Supply Corp Felts Miils 
$ 
Simpson Box & Lumber Co., Inc aaaae 
Goldberg Wholesale Supply Corp 
Goldberg Building Materials Corp.............., 
John P. Reed Co. 


NORTH CAROLINA 
Huttig Sash & Door Co 


NORTH DAKOTA 


OHIO 

Acme Sash & Door Co 
Quality Materials Co 
Huttig Sash & Door Co 
Dayton Sash & Door Co 
The Collier-Glasson Co 


OREGON 
McCraken-Ripley Co..... 


PENNSYLVANIA 
Radford & Sanders, Inc 
Delmarva Sash & Door Co 


Quality Materials Co 
The N. B. Epstein Co 


RHODE ISLAND 
Read & Company, Inc 


SOUTH DAKOTA 
The Dakota Sash & Door Co 
The Knecht Lumber Co. 


TENNESSEE 
Huttig Sash & Door Co 
Memphis Sash & Door Co 


TEXAS 

Huttig Sash & Door Co. of Texas 
Southwestern Sash & Door Co 
Geo. C. Vaughan & Sons 


Galbraith Steel & Supply Co 
UTAH 


Knudsen Builders Supply Co 
Morrison-Merrill & Co. 


Salt Lake City 
Salt Lake City 


VIRGINIA 

Addington-Beaman Lumber Co., Inc... .....++++ 
Sash Door & Glass Corp 

Huttig Sash & Door Co., Inc 


WASHINGTON 

Pioneer Sand & Gravel Co 
Spokane Paper & Stationery Co. 
Geo. Scofield Co., Inc 


WISCONSIN 

Lumber Dealers Supply, Inc 

Capital City Culvert Co 

The Marshfield Milling Co 

Frankfurth Hardware Co 

Wisconsin's Transfer Yard 

FRO MOG Ge. oc ccc cece ccccccecccescnes 


CANADA 

Edmonton Paint & Glass Co., Ltd...... Edmonton, _ 
Sidney Roofing & Paint Co., Ltd........ Vancouver, + 
Lumber Dealer's Supply Ltd Winnipeg, Manitod 
The Kinday Co Windsor, Ontario 


* TRADEMARK 


— 





KIMBERLY-CLARK CORPORATION « 


122 East 42nd Street, NEW YORK 17 
155 Sansome Street, SAN FRANCISCO 4 


November 


NEENAH, WISCONSIN 


8 South Michigan Avenue, CHICAGO 3 
22 Marietta Street, N. W., ATLANTA 3, GA. 
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. « «Manchester 
Woodsville 


. » «Asbury Pork 
/thorne, Nework 
eccccece Trenton 


» + «Albuquerque 


oceaelin Buffalo 
ooewe Felts Mills 


Of all our 
=} insulation sales — 


“ER KIMSUL is 90% 


> 
> 
4 
= 
7 
see haa AANA A ELL O OD LOAD GEN LEIBA 


<n Harrisburg 
poooves Lancaster 
Philadelphia 
ooceel Pittsburgh 
ere. Scranton 


:eoOen Providence 
yovonga Aberdeen 
iovnue Rapid City 

Knoxville Wavenial _f WOUtN “WEY taanern “- 
Te nox ES] a 
one Memphis i 


= 


.. . Salt Lake City 
. . . Salt Lake City 


Wherever KIMSUL* is sold, dealers KIMSUL offers the consumer many for the KIMSUL dealer. And it means 
enthusiastically report rising profits advantages, too. Its high insulating increased customer goodwill, too—for 





vende ee due to increased sales. But equally efficiency (‘‘K’”’ factor 0.27), Pyrogard* installing the KIMSUL blanket in a home 

seeneeeee oom’) important in making KIMSUL so profit- _ fire-resistant cover, low cost, and easy _—is assurance of another completely 
_ pa able are its money-saving advantages. installation are just a few. So dealers _ satisfied customer. For further informa- 

ceseeens Mor Dealers save with KIMSUL because it find more people asking for KIMSUL by _ tion on KIMSUL insulation, write to the 

feted comes in light, easy-to-handle rolls— name than any other insulation. Kimberly-Clark Corporation, KIMSUL 

eae "Oshkot ME COMpressed to 1/5 installed length. It all adds up to higher net returns Division, Neenah, Wisconsin. 

. Edmonton, Alberts 


_, . Vancouver, ¢. 
Winnipeg, Manitobe 


» . Windsor, Onteria America’s Finest New Homes 
he Are Insulated With KIMSUL! 
ISCONSIN 





CHICAGO 3 
ANTA 3, GA. 





“1. M. REG. U.S. & CAN. PAT. OFF. 
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Mean EXTRA Quality 


Deniston nails have been sold 
with complete customer satisfac- 
tion since 1926. Builders find them 
the best nails available for ap- 
plying corrugated sheet steel — 
aluminum — slate or tile roofing. 
Sell your customers the best in 
nails ... Sell Deniston Nails. 


LEAD-SEAL DRIVE 
SCREW NAILS 


Lead is under head and 
down shank — hammer 
blow cannot knock it off. 
When nail is driven, 
hole around nail and 
sheet is firmly sealed 
with lead. “Bump” on 
shank prevents nail 
from working out and 
triple locks nail, lead 
and sheet permanently 
together. 


a> 
PALLET NAILS 


Drive screw pallet nail 
holds like a screw with 
a powerful unyielding 
gtip. 21/2" long x 10 ga., 
cement coated for extra 
holding power. Packed 
100 lb. kegs. 


GALVANIZED OR 
PAINTED ROOFING 
NAILS 


A superior type of 

hot galvanized 

drive screw nail 
for composition roofing. 
Rolled after galvanizing in- 
sures shank of deeper, 
cleaner, sharper thread that 
gives a full turning action 
to nail and maximum hold- 
ing power. 


Write for FREE samples and com- 
plete information about these fast 
selling nails. 








THE DENISTON COMPANY 


4854 S. Western Ave Chicago 9, ill. 





NEWS a«¢ TRENDS 


shipped 15 million feet a week 
more lumber than they cut during 
September. 

By September’s end gross stocks 
at mills had shrunk to 929,038,000 
board feet, lowest in 12 months, 
the lumber executive stated. Stocks 
dropped 38 million feet in Septem- 
ber from August totals and the 
unfilled order file stood at 584,- 
574,000 board feet, up some 12 
million feet over August. 

Both orders and shipments were 
well above production for the first 
39 weeks of 1949, Smith stated. 


‘He said the demand for West Coast 


lumber was credited to some extent 
to the nationwide promotion cam- 
paign financed by the industry to 
acquaint buyers and users with the 
proper grade of lumber for each 
job. 

The weekly average of West 
Coast lumber production in Sep- 
tember was 170,076,000 b.f. or 
113.7% of the 1943-1948 average. 
Orders averaged 188,956,000 b.f.; 
shipments 183,196,000 b.f. Weekly 
averages for August were: Pro- 
duction 167,260,000 (111.8% of the 
1943-1948 average). Orders 182,- 
709,000 b.f.; shipments 162,927,000 
b.f. 

Thirty-nine weeks of 1949 cumu- 
lative production  6,098,252,000 
b.f.; thirty-nine weeks of 1948, 
6,643,848,000 b.f.; thirty - nine 
weeks of 1947, 6,449,817,000. 

Orders for thirty-nine weeks of 
1949 breakdown as follows: Rail 
3,994,287,000 b.f.; truck 295,303,- 
000 b.f. Domestic Cargo 1,089,- 
918,000 b.f.; export 260,562,000 
b.f. Local 701,302,000. 

The industry’s unfilled order file 
stood at 584,574,000 b.f. at the 
end of September. Gross stocks at 
929,038,000. 


GRADE RULES 


New book clarifies grade rules 
for Northern Hard Maple flooring 


THE MFMA booklet, “Grading 
Rules for Northern Hard Maple 
(Acer Saccharum), Beech and 
Birch Flooring,” is available to the 
general public, the Maple Flooring 
Manufacturers Association has an- 
nounced. Requests for this free 
booklet should be addressed to the 
Association headquarters, Oshkosh 
11, Wisconsin. It describes the 
standard grades of Northern Hard- 
wood Floorings in accurate detail 
and will serve to clear up any 


November 


misunderstanding concerning the 
standard lengths. 

Standard lengths, 25 52” anq 
thicker, and the recommended uses 
of the different grades are: 


FIRST GRADE: 2 to 16 feet, 
may contain up to 25% of 2 to 3y, 
feet, inclusive. This is the highest 
standard grade. An extremely dur. 
able and desirable floor for any 
building; particularly suited for 
fine homes, apartments, churches, 
clubs, dance floors, gymnasiums, 
school classrooms, hospitals, hotels, 
offices, roller-skating rinks, stores 
and other buildings, where fine ap- 
pearance and long wear is desired, 

SECOND GRADE: 1% to 1 
feet, may contain up to 40% of 
1% to 3'% feet, inclusive. Second 
Grade will provide the same long 
life and low upkeep performance 
as First Grade. Thus, it is a splen- 
did choice for classrooms, gymna. 
siums, shops, cafeterias and other 
spaces in schools, colleges and in- 
stitutions as well as_ industrial 
plants, textile mills, bakeries, of- 
fice and commercial buildings, resi- 
dences, stores and large-scale hous- 
ing projects. 

THIRD GRADE: 1 to 16 feet, 
may contain up to 60% of 1 to 
3% feet, inclusive. Gives excellent 
satisfaction in factories, ware 
houses, grain storage and other 
farm buildings, mills, workshops, 
cottages, stores, etc. Favored for 
dens, recreation rooms, bedrooms, 
grill rooms, billiard rooms, or 
rooms of antique design and det- 
oration, where the desire is for the 
unusual rather than for the con- 
ventional. 

COMBINATION GRADES: 
Second-and-Better and Third-and- 
Better Grades conform to standard 
lengths established for Second 
Grade and Third Grade, respet- 
tively. 


SOUTHERN PINE 


Association promotes better cat 
loading practices by its members 


“DON’T SHIP THAT LUMBER 
—Unless It is Properly Loaded” 
the warning sounded in the fifth of 
a series of leaflets prepared by the 
Southern Pine Association in 1 
campaign in behalf of better pra 
tices in the manufacture and dis 
tribution of quality lumber, H. ¢. 
Berckes, Secretary-Manager, 4 
nounced recently. 

In its program of close cooper 
tion with retail lumber dealers, thé 
Southern Pine Association has a 
ways sought suggestions as ! 
what might be done to improve tht 
products and service of its sub 
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RADES: What’s more — the better satisfaction Kinzua “Quality 

Third-and- Guaranteed” Ponderosa Pine gives your customers adds 
to standard jag UP to more sales and profits and better customer relations 
for Second fm OF you. 
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es better caf 


) its member Straight or mixed cars, including our famous 


“Architect Designed" Ponderosa Pine window 


Lose and door frames, mouldings, finish, bevel siding, 
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scribers. This informative folder 
is the result of reports that some 
shippers are careless in loading 
lumber in freight cars. Recogniz- 
ing the importance of good loading 
practices, the Association designed 
the folder to outline and illustrate 
— through nine successive steps — 
specific suggestions for mills , to 
follow in loading their freight cars. 
These suggestions are being passed 
to all Southern Pine operators, re- 
gardless of whether or not they 
support the Association. 

“Special emphasis has been 
placed upon a_ well-loaded car,” 
stated Mr. Berckes, “because the 
first impression a dealer gets when 
he receives a carload of lumber is 
influenced largely by the appear- 
ance of the lumber before he starts 
to unload the car.” He further 
added that good loading, like an at- 
tractive package of merchandise, 
adds sales value. “Oftentimes, the 
only opportunity the lumber manu- 
facturer has to display his prod- 
ucts,” he concluded, “is at that im- 
portant moment when the car door 
is opened.” 

“DON’T SHIP THAT LUMBER 
—Unless It Is Properly Loaded” is 
available in quantity without cost 


from the Southern Pine Associa- 
tion, Canal Building, New Orleans 
4, Louisiana. 


MODULAR BRICKS 


Small Homes study indicates 
modulars save ten percent 
THE economy of building homes 
with modular-sized brick and tile 
has again been proved by studies 
made at the Small Homes Council, 
University of Illinois, according to 
W. J. Goodwin, President of the 
Structural Clay Products Institute. 
“A new study conducted under 
the sponsorship of the Institute 
now indicates that brickmasons’ 
working time can be reduced ap- 
proximately 10 percent through the 
use of modular materials in small 
homes,” Mr. Goodwin declared. 
COSTS ANALYZED 
“In 1947 the Small Homes Coun- 
cil analyzed costs of building three 
identical houses using modular 
brick and the cavity-type masonry 
wall,” Mr. Goodwin said. “This 
summer an exact duplicate of the 
1947 house was built, using non- 
modular brick. 
“A comparison of time-study 
data made during construction in- 
dicates that the number of man 


hours of labor can be reduced negy. 
ly 10 percent, even on a simp 
structure, by the use of moduly 
materials. Furthermore, an exap. 
ination of the brickwork hoy 
that workmanship improvy 
through using modular materia] x 
no additional expenditure of labor 


“More than 50 percent of qj 
structural clay products are ayajl.f 
able today in modular sizes. Moy} 
manufacturers are now producing 
modular brick and tile or will pro. 
duce them on order.” 


CONSTRUCTION EMPLOYMENTE 


Slight dip is recorded fx} 
September compared to 194 f 


EMPLOYMENT by constructin 
contractors dipped slightly betwee § 
mid-August and mid-September ti} 
a total of 2,315,000 workers, af 
cording to preliminary estimates of 
the Labor Department’s Bureau of 
Labor Statistics. This was the first 
drop in contract construction en- 
ployment since February and marks 
the beginning of the seasonal slov- 
down. The September employment 
level was 23,000 or 1 percent below 
the revised estimate for August 





CONVENIENT TO STOCK 


takes up less room than 
standard lengths. 


EASY TO HANDLE 
saves handling time both in 
the yard and on the job. 

COSTS LESS 
cheaper than standard 
lengths; a grade for every 
need, 

REDUCES INVENTORY 
you stock less lumber—yet 
you can fill any bill. 

SAVES LABOR 
a builder favorite because 
there’s no sawing or squar- 
ing to do. 

REDUCES WASTE 
lays faster; no cut-offs to 
throw away. 

MAKES SMOOTH TIGHT FLOORS 


perfect match at sides and 
ends gives smooth “one- 
piece” effect. 


A Perfect Fit Saves Time... 





DIERKS END-MATCHED PINE FLOORING 


No wonder Dierks End-Matched Pine Flooring rates 
so high with customers—-it’s cheaper at the outset, 
and it’s cheaper to lay than standard lengths! For 


Dierks End-Matched makes a perfect fit every time— 


saves your customers’ 


money and labor because 


there’s no squaring, no sawing to do on the job. 


Dealers everywhere are cashing in on customers’ 
preference for attractive, economical Dierks End- 
Matched Pine Flooring. Make your next order Dierks 
End-Matched—there’s eztra profit in it for you. 


FREE: A high-grade thermometer mounted-on 
a specimen of Dierks End-Matched Pine Floor- 


ing. (This offer limited to dealers east of the 
Rockies.) Send 25c, coin or stamps, to cover 
cost of wrapping and postage. . 


LUMBER AND COAL COMPANY 


1006 Grand Ave. Kansas City 6, Missouri 


Dierks 


Dierks Bidg. 
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YOU CAN’T SEE IT—BUT IT’S THERE... 


| A OPO LOSIO NG BA Ma 6 








We 





es >. 


...on Good Roads 
and Good Roofs 


all over Americal 
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... because both are high quality asphalt and TEXACO is 
one of the world’s largest producers of high quality asphalt! 


As one of the world’s largest producers of 
high quality asphalt—Texaco sees to it that 
the correct specification and grade is used 
for each Texaco Roofing Product. This 
means good protection for America’s roofs 
—and good products for Texaco Roofing 
Dealers. 


gegen and homes all over America 
are protected—for years of rugged 
service and exposure to weather and hard 
wear—with high quality Texaco asphalt. 


That’s because good roads and good roofs 
are both dependent on high quality asphalt. 







In a good road, crushed stone, carefully 
selected and graded, is combined with high 
quality asphalt—to produce a resilient, 
weather-, water- and wear-resistant surface. 
In a good roof, mineral granules, carefully 
selected, colored, screened and graded, are 
imbedded in high quality asphalt—to pro- 
duce « resilient, weather-, water- and wear- 
resistant surface. 





— 


MEMBER OF THE 
ASPHALT ROOFING INDUSTRY BUREAU 


15 


and 54,000, 2 percent,- under the 
figure for September 1948. 

All parts of the country shared 
in the modest employment down- 
turn, except the New England, 
Middle Atlantic, and Mountain 
States, where construction con- 
tractors maintained their work 
force pretty largely at mid-August 
levels. About two-thirds of the 
over-all drop occurred in the East 
and West North Central regions. 

NEW CONSTRUCTION 

The volume of new construction 

put in place during September, in- 


cluding all new construction wheth- 
er done under contract or not, rose 
to $1,902 million, slightly above 
the revised August estimate of $1,- 
893 million. This is the highest 


‘level of construction expenditures 


thus far in 1949, but still falls 
somewhat short of the post-war 
peak of $1,934 million set in Au- 
gust 1948. Despite the continued 
uptrend since February, the mo- 
mentum with which construction 
dollar volume has risen has been 
falling off steadily since May when 
there was a 15-percent increase 





Insect Wire Screening Sales 
CAN be Profitable for You! 





It's the outstanding line in the field 
because it is made right by our ex- 
perienced Pennsylvania Dutch wire screen 
craftsmen . . continuously laboratory 
tested in a modern plant specializing in 
these products for almost a half-century. 





Outstanding 











Line 


7 Complete Lines .. . 


ALUMINUM @ ANTIQUE BRONZE 
BRIGHT BRONZE @ ELECTROPLATED STEEL 
MONEL @ STAINLESS STEEL 


including the new, EXCLUSIVE, low-priced 


CORRONIZED is beautiful, 
cool-looking sky blue screen 
that won't stain woodwork or 
melt...conforms with insect 
screening standards of U. S. 
Department of Commerce... 
is Slo-Plated for longer life. 


* CORRONIZED LICKS CORROSION! 


over the preceding month; in §&@ 
tember, the rate of increase wa 
only half of one percent. 
1950 CONVENTIONS 
Schedules corrected to press dat 
(*) means no exhibits are planned 


January 16-17—Kentucky Retail Lumber Deg. 
ers Assn., Brown Hotel, Louisville, Ky, 
January 17-18-19—Northwestern Lumbermen 
Assn., Minneapolis Auditorium, Minneapoii, 
Minn. 

January 23-24-25—Western Retail Lumbe. — 
men’s Assn., Multnomah hotel, Portland, On, P 
January 23-24-25—Northeastern Retail Lun. | 
bermens Assn., Hotel Statler, New York, N.Y. | 
January 24-25-26—Ohio Assn. of Retail Lun. 
ber Dealers, Cleveland Auditorium, Cleveland, |) 
Ohio. ; 
January 25-26-27—Southwestern Lumbermen f 
Assn., Municipal Auditorium, Kansas City, Mo, 5 
February 1-2-3—Middle Atlantic Lumbermen § 
Assn., Chalfonte-Haddon Hall, Atlantic City, : 
N. J. 

February 7-8-9—Michigan Retail Lumber Dis, 
Assn., Pantlind Hotel, Grand Rapids, Mich. 
February 8-9—Lumber Dirs. Assn. of W.— 
Pennsylvania, William Penn Hotel, Pittsburgh, 
Pa. 

February 8-9-10 — Mountain States Lumber 
Dealers, Shirley-Savoy hotel, Denver, Cols, 
February 14-15-16—Wisconsin Retail Lumber 
mens Assn., Milwaukee Auditorium, Milwav 
kee, Wis. 

February 16-17—Virginia Building Material 
Assn., Roanoke hotel, Roanoke, Va. 
February 21-22-23—Illinois Lumber & Matericl 
Dirs. Assn., Hotel Sherman, Chicago, Ill. 
February 22-23-24—Nebraska Lumber Mer 
chants Assn., City Auditorium, Omaha, Nebr. 
February 24-25—West Virginia lLmbr. & 
Bidrs’ Supply Dealers’ Assn., Daniel Boone 
Hotel, Charleston, W. Va. ’ 
February 28 & 

March 1—North Dakota Retail Lumbermens 
Assn., City Auditorium, Fargo, N. D. 
February 28 & 

March 1-2—Indiana Lumber & Bldrs’ Supply 
Assn., Murat Temple, Indianapolis, Ind. 
March 2-3-4—Intermountain Lumber Dealers 
Assn., Hotel Utah, Salt Lake City, Utah. 
March 9-10-11—Independent Retail Lmbr. 
Dealers Assn., Hotel Radisson, Minneapolis 
Minn. 

March 15-16—Lovisiana Building Material 
Dirs. Assn., Jung Hotel, New Orleans, La. 
March 15-16-17—lowa Retail Lumbermen'’s 
Assn., (place to be selected) Des Moines, lo. 
March 22-23-24—New Jersey Lumbermens 
Assn*., Hotel Traymore, Atlantic City, N. / 
March 22-23-24—Carolina Lmbr. & Bldg. Sup 
ply Assn., Ocean Forest Hotel, Myrtle Beach, 
s. <. 

March 27-28—(Tentative) Tennessee Lumbet, 
Millwork & Supply Dirs. Assn., Municipsl 


HANOVER WIRE CLOTH DIVISION 


Continental Copper & Steel Industries, Inc. 
HANOVER 4, PENNSYLVANIA 


Auditorium, Memphis, Tenn. 

March 28-29—South Dakota Retail Lumber 
Dealers Assn., Sioux Falls, S. D. 

April 3-4-5—Lumber & Supply Dirs. Countil’ 
General Oglethorpe Hotel, Savannah, Ga. 
a ——_——_— eee ee ee ee ee ee ue April 12-13—Mississippi Retail Lmbr. Dis. 


Hanover Wire Cloth Division Assn., Buena Vista Hotel, Biloxi, Miss. 


April 12-13-14—Florida Lmbr. & Millwork 
Hanover 4, Pennsylvania Assn*., Palm Beach Biltmore, Palm Beach, Fl. 
April 13-14-15—Southern California Retail 
Lmbr. Assn., Ambassador Hotel, Los Angelés 
Calif. 
April 19-20—Arkansas Assn. of Lmbr. Des 
ers*, Little Rock, Ark. 
April 20-21-22—Arizona Retail Lmbr. & Bids 
Supply Assn., Maricopa Inn, Mesa, Arizond 
April 23-24-25—Lumbermens Assn. of Texss 
Municipal Pier, Galveston, Texas. 
April 26-27—Lumber Merchants 
Northern California*, Ahwanhee 
Yosemite National Park, Calif. 
(Montana Retail Lumbermens Assn.—Latte’ 
part of March or April.) 


Send us free sample swatch books of: { } Aluminum; 
( }) Antique Bronze; ( )} Bright Bronze; { } COR- 
RONIZED; ({ ) Electroplated Steel; { } Monel; ( } 
Stainless Steel wire screening. 


a 
Nii ea 
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iJohns-Manville WEATHERTITE SHEATHING 


...@ new, improved sheathing and insulating board 








ee 


SELLING POINTS 


© Weatherproof —Strong— Economical 


@ Insulates as it builds—Large size speeds ap- 
plication, reduces waste 


® Pitch saturated throughout—Job cut edges are 
as water-repellent as the factory-finished edges 
and surfaces 


@ 25/32” vertical sheets have bracing strength 
comparable to diagonal wood sheathing 


® 25/32” horizontal and Y2” vertical sheets 
have bracing strength better than horizontal 
wood sheathing 


® Vertical sheets provide a solid unbroken sur- 
face from sill to plate 


® Horizontal sheets are easy to handle and “V" 
joint eliminates necessity for headers 


®@ The name Johns-Manville assures quality 
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Address: Johns-Manville, Box 290, New York 16, N. Y. 


for application direct to the building frame: 


e@ J-M Weathertite* Sheathing is a rigid in- 
sulating board material made of clean pine 
fibres impregnated throughout with pitch sat- 
urants. Thus, the weather-resistant pitch is an 
integral part of the entire sheet. 


The large sheets strengthen and brace the 
structure and speed up construction. Insula- 
tion vaiue is an added advantage. There 
are three types for varied job requirements. 


DATA 


25/32” Weathertite for Horizontal Application 


Size — 25/32" thick x 2’ wide x 8’ long; ends 
square; V-tite joint on long edges (see illustration). 


Packaging—6 sheets per package. 
Weight— | 23 Ibs. approx. per package. 


25/32” Weathertite for Vertical Appifcation 


Size— 25/32" thick x 4‘ wide x 8’, 8'6", 9%, 
10’, or 12’ long; all edges square. 


Packaging—4 sheets per package. 
Weight—Approx. lbs. per package: 
4'x8' 4'x8'6" 4'x9' A‘x10' 4’x12' 
165 175 185 205 246 











Yo" Weathertite for Vertical Application 


Size— V2" thick x 4' wide x 8' long; all edges 
square. 


Packaging—6 sheets per package. 
Weight—Approx. 168 Ibs. per package. 


WHERE TO USE 


For sheathing exterior frame walls of all types. 
The 25/32" thickness is recommended for best 
results. However, where low cost is a basic con- 
sideration, the Y2" Weathertite does an ex- 


cellent job. 
*Reg. U. S. Pat. Off. 





23 


“TAMMS’ PAINTS EASILY 
ADD TO PROPERTY VALUE” 


Idea 
For Faster 
Turnover! 


Plaster Texture Paint 


for Seautiful Tuteriors 


Sila-Tex works wonders on wallboard and plaster 
walls in homes, stores, offices and factories: Fills 
cracks — saves patching time and cost! Makes a 
smooth or textured surface . . . white or choice of 8 
pastel colors. Sila-Tex is easy to mix with water, 
quick to apply. Sells fast to customers who want 
plaster-type paint that adds value to their properties! 








peer 


ne 





























ire AND 12 COLORS 
Seautifies as it seals Masonry 


Waterproof Tamtex adds value by solving many un- 
sightly defects in masonry: Seals porous surfaces . . 
makes them attractive, too! Comes in white and 12 
colors. Mixed with water, Tamtex brushes or sprays 
easily. Sell it for use on cement, concrete, concrete 
blocks, stucco, unglazed brick or tile. 


Write for color cards, prices and paint 
and sundry catalog . . . today! 


_ TAMMS _ 


INDUSTRIES, Inc. 


FORMERLY TAMMS SILICA COMPANY 
228 NORTH LA SALLE STREET * CHICAGO 1, ILLINOIS 
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Recognition Attributed to 
AMERICAN LUMBERMAN 


To the Editor: May I tell you frankly that nothing 
our institution has ever done has resulted in as muc 
excitement as followed your feature article in the Jul 
2 issue of the AMERICAN LUMBERMAN & BUILDINg 
PRODUCTS MERCHANDISER concerning Oklahoma’s firs § 
Farm Buildings Day. 

From everywhere inquiries continue to pour in, ask 
ing how to plan and program such an event. We attrib. 
ute this recognition to your publication. 

To have the cover page and well-illustrated lead arti. 
cle of the AMERICAN LUMBERMAN devoted to the dis. 
play and demonstration of the farm-fitted structures in 
Oklahoma, we feel is an unusual honor. 

On behalf of Oklahoma Agricultural and Mechanica 
College and our Agricultural Experiment Station Staff, 
may I express our heartfelt thanks to you and the 
AMERICAN LUMBERMAN for your kind attention. 

We believe Oklahoma’s Farm Buildings Day to bea 
ideal example of the benefits to be gained on a state. 
wide basis from the active cooperation of research, 
industry and the consumer: Research—the Oklahom 
A. and M. College; industry—the Oklahoma Lumber 
men’s Association; and consumer—the Oklahom 
farmer and his family—-WELDEN BARNES, Secre 
tary to the President,. Oklahoma Agricultural ani 
Mechanical College, Stillwater, Okla. 


“Guide to Better Living" Is a Standout 


To the Editor: The AMERICAN LUMBERMAN has 
done it again. “A Guide to Better Living” is a stant: 
out. 

I appreciate the opportunity of telling our clients 
about it. From their enthusiastic response, dealer 
recognize this program as a way to keep cash re 
isters busy all winter—J. H. RYDER, president 
Norm Advertising, Inc., New York City. 


Complete Merchandising Piece 


To the Editor: Your new book, “A Guide To Bette! 
Living,” is a splendid and complete merchandisilf 
piece — one which I think every retail lumber dealet 
should use, for it will help him promote sales.—PAU 
E. KENDALL, Manager, West Coast Woods, Pot! 
land, Ore. — 


Reprints Are Available 


To the Editor: If you have any reprints of the vel 
timely and interesting article “Handling Price Com 
petition” published in your issue Aug. 13, would ee 
tainly appreciate 15 copies if you can spare them, and 
also the same of the concluding article when thé 
become available—S. E. BRUMMER, Dykes Lumber 
Company, New York, N. Y. 
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Ok Hows! 


1 Bruce Ranch Plank Floor 


IT’S BEAUTIFUL! IT’S DISTINCTIVE! 


YOU’LL BE AMAZED AT ITS MODERATE COST! 


# Bruce has done it again! This new Ranch Plank Floor promises 
to be one of the most popular and practical floor types ever devel- 
oped. With alternate 244” and 34” widths, walnut pegs and beveled 


edges, it gives the rich, distinctive effect of a very expensive floor. 


Yet, the Ranch Plank Floor is inexpensive . . . in fact, costs little 
more than an ordinary floor. It’s so easy to install, too . . . blind 
nailed like a regular strip floor. And there’s no sanding or finishing 
on the job, because Ranch Plank is pegged and finished at the 
factory. This flooring is packaged in end cartons, too, for complete 
protection and easy handling. 


The beautiful new “Decorator” Finish on Ranch Plank pleases 
everyone and harmonizes with any interior color scheme. Architects 
and interior decorators praise this beautiful oak floor for all types 
of homes and apartments. 


You'll want to see for yourself what the Ranch Plank Floor offers 
you. So mail the coupon below for complete information and new 
* literature with color photographs. 


E. L. BRUCE CO., MEMPHIS 1, TENN. 






Modern Rarich 


ADAPTED TO ALL ARCHITECTURAL STYLES 





Look at these features! 





Alternate-width oak strips with 
walnut pegs give Ranch Plank a 
“handcrafted” appearance. 





The famous ‘‘Scratch Test" Finish is 
factory-applied in a new, mellow 
“Decorator” Shade. 


STR 


Apartments 

















¢ for any home 





One Story Two Story 
Floor Pier 
Furnace Foundation 
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@ HUNDREDS OF HOMES NEED NEW CHIMNEYS 


Old homes, new homes, summer cabins, brooder houses, 
motels, tourist cabins, resorts — there’s a vast ready 
market right in your own community. 


@ SAFEST CHIMNEY EVER BUILT 


Underwriters’ Laboratories approve the Van-Packer 
Chimney in place of brick for gas, oil, coal or wood 
in any type home . .. one or two story. Ideal for pot 
type oil burners. Meets FHA requirements. 


@ NATIONALLY ADVERTISED IN LEADING MAGAZ!NES 


Thousands of inquiries from our ads in Better Homes, 
Saturday Evening Post, Farm Journal, Country Gentle- 
man, American Home, etc., are referred direct to dealers. 
— selling literature, newspaper mats furnished 
ree. 


@ COSTS 20% to 40% LESS THAN BRICK 


Easily installed, summer or winter by anyone in 3 to 4 
hours. Lightweight, needs no foundation. Suspends 
from ceiling or floor joists. A more efficient chimney 
with better draft. 


@ COMPLETELY PACKAGED FOR YOUR CONVENIENCE 


Easy to handle, minimum stock enables you to supply 
any 1 or 2 story house with any roof pitch. Furnished 
complete, all parts for entire installation. 


@ LIBERAL DISCOUNT TO DEALERS 


Ask your jobber about Van-Packer Chimneys or write 
direct. Make big profits as the Van-Packer dealer in 
your territory. 


VAN-PACKER CORPORATION 








134 South Clark St., Chicago 3, Ill. 
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MERELY A SUGGESTION 


IT IS NOT 
expected that 
every retail 
lumberman will 
buy the book on 
shed construc- 
tion that re- 
cently came 
from the press 
of the AMERI- 
CAN LUM- 
BERMAN, and 
of which I am 
a trifle proud 
of being the au- 
thor, and those 
who do not buy 
it undoubtedly 
will live as 
long, and I hope 
die as happy, 
but having seen thousands of measly sheds I positivelj 
know that if I were going to build or improve a shel 
I should consider it an advantage to know what my 
colaborers in the different sections of the country hal 
accomplished. 





To make the best possible use of it. 


The suggestion I want to make has connection wil 
this book. Hardly a week passes in which I am mt 
consulted with reference to some shed feature. I ca 
not understand why those dealers who have had in col 
templation the building of a shed some time, have mi 
stored up the information they may have seen in the 
lumber journals on shed building as a mine from which 
to draw when the shed was about to be built. Not om 
in a hundred dealers, however, has done so. They lightly 
pass all this dope over, and when they come to build thei 
shed they are minus nearly everything that pertains 
correct construction. 


It is only to those who think that this shed book } 
worthwhile, and are willing to spend their little dolla 
and a half for it, that these remarks are intended. If you 
have this book, what then? Read it and lay it aside? Not 
if you desire to make the best possible use of it. \” 
man can say that the limit of shed building has bet 
reached. Hereafter features may be designed and added, 
and as fast as you read about them cut them out all 
lay them between the leaves of the book. Keep doit 
this and in time you will have a shed encyclopedia, am 
if you do not appreciate it, or have no use for it, possibl 
your son to whom it will be left, and who may becoll 
a better lumberman than his dad ever was, will value ™ 
The book is up to date, but there will be other dates afte 
this, and what will be brought forth in shed building * 
past the comprehension of any man. Add to what yo 
already have, keep adding to it, and I believe you W 
thank me for the suggestion. 


—Met Saley, AMERICAN LUMBERMAN 
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SEPTEMBER BUILDING: The Bureau of Labor 
Statistics reports that 100,000 dwelling units were 
started in September; a record volume for the ninth 
month. phe a survey by the Wall Street Journal 
indicates that the September pace was continued 
on into October. The National Association of Home 
Builders thinks ‘49 will set a new record. The trend 
still continues toward rental housing; also toward 
less expensive dwellings. 


PRICE BRACKETS: More than 50 percent of build- 
ing permits now being issued in Los /ingeles, adds 
the Journal, are for houses to sell below $7,800. A 
year ago only 15 percent were in that bracket. Add 
two other facts: First, many buyers think prices 
have leveled off and will not decline much for some 
time. Second, they think they're getting better 
housing quality for their money. Hence the increase 
in residence business. 


GUARANTEED CREDITS: Congress thought hous- 
ing construction would carry on in volume into next 
year; so it put off until March the enactment of a 
more permanent plan of mortgage guaranties. But 
to make sure that credits didn't get stopped up, it 
gave the FHA authority to insure another three- 
quartetrs of a billion dollars in mortgages and pro- 
vided an added billion to shore up the secondary 
mortgage market. 


FANNY MAY: Congress is now willing for the 
Federal National Mortgage Association to buy all 
the government-guaranteed plasters that are held 
by a lending:company. Formerly, the FNMA was 
permitted to buy no more than fifty percent of such 
mortgages held by any one bank or other lending 
company. This indicates clearly enough the infen- 
tion of Washington to keep a high pressure of credit 
steam in the construction boiler. 


PROPOSED CREDIT CHANGES: It's not made 
_ law yet; but Congress, as of now, seems ready 

0 liberal lize mortgage insurance provisions still 
more. The 95-percent insurance at present applies 
to mortgages of $6,000. It’s proposed to raise this 
limit and to allow a further increase of $950, each, 
for a third and a fourth bedroom. 


DOWN PAYMENTS: This, you understand, looks 
to the next session of Congress; but if plans al- 
teady approved are written into law it'll be pos- 
Sible is buy a $9,000 four-bedroom house for a 
down payment of $450 and to get the loan for the 
femadinder insured by the FHA. It's also in the 
works to insure a lean of $4,750 on a $5,000 farm 
house. The $250 down payment would be followed 
a monthly payménts of $25.51, over a period of 

year: ales ae 
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WASHINGTON 
CALENDAR 


GOOD AMERICAN HOME PROGRAM: The 
NRLDA announces that this demonstration is now 
set to go in Detroit, that at least six homes will be 
built and that probably several hundred others 
will follow. The six are scheduled for public inspec- 
tion early in January. It's planned as a high-level 
educational campaign in intelligent home owner- 
ship; and the Detroit project is expected to be some- 
thing of a model for the whole country. 

GRAIN STORAGE: The Lumber, Plywood and 
Allied Products report, issued by the Department of 
Commerce, calls attention to another source of 
credit for building needed grain bins. A farmer can 
get a 4 percent loan, guaranteed by the CCC, cov- 
ering 85 percent of the bin cost. It takes a little 
doing; but it’s not too complicated. Application is 
made to the county representative of the Production 
and Marketing Administration of the USDA. 


UPWARD TREND: The Lumber, Plywood and 
Allied Products report shows a pretty firm market 
for the latter part of ‘49. Not only was September 
a surprising champion in housing starts, but prac- 
tically every statistical study shows materials mar- 
kets getting over the slowly softening condition that 
appeared more or less during the first half of the 
year. Plywood and millwork reversed the down- 
ward drift, and lumber prices are a little firmer. 


RENT CONTROL: Congressional leaders say it'll 
be pretty hard to get another extension of rent con- 
trol; but it’s clear that the Housing Expediter is 
going to give it the old college try. Admittedly, 
lifting rent curbs under the present law is a toughie. 
For example, housing needs in the area must have 
been “reasonably’’ met. And what does that mean? 

. The Supreme Court has agreed to rule on the 
constitutionality of the rent law. 


SLUM CLEARANCE: Before adjourning, Congress 
made the appropriations to set up the slum clear- 
ance and housing research programs authorized by 
the Housing Act of 1949. Until the appropriations 
were actually made, the Housing and Home Fi- 
nance Agency could make only a few preliminary 
gestures in those fields. The Agency expects to 
begin doing its stuff in slum clearance aid about 
the first of next year. 


MINIMUM WAGE: The compromise bill was en- 
acted like a shot, once Congress got around to it. 
As you know, employees of retail firms doing more 
than 50 percent of their business within a State 
are exempted. In addition, the law applies only to 
workers who are ruled to be “directly essential’ in 
production of goods for shipment in interstate com- 


‘merce. What does that mean? It'll probably take 


years of litigation to find out. 
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New Barrett Selling Manual 
Helps Salesmen Sell 


MORE BARRETT* ROOFS 


Typical of the kind of sales helps that are available 
to distributors of Barrett shingles is the new 
Barrett SHINGLE BUYER'S GUIDE. 

It puts showmanship into selling—en- 
ables a salesman to make a convincing, 
dramatic sales presentation that any pros- 
pect can understand and enjoy—covers 
the whole subject of asphalt shingle roofs, 
and Barrett shingles in particular. & : 

Profusely illustrated in many 
colors, including natural color re- 
productions of the Barrett shingles 
you sell. Users tell us that this is the 
finest tool for interesting prospects 
and closing sales they’ve ever seen. 


Distributors of Barrett roofings can 


a aed 


obtain copies from their Barrett sales- 


men. The price is only a fraction of 





the actual cost of production. Ask for 








full particulars. 











Woot your root lowks : , 








IT’S CONVENIENT IT’S EASY TO USE IT’S CONVINCING 


Folds to 8% x 11 inches, weighs less than Easels on front and back swing out easily Makes a logical, orderly presentation 

an ordinary novel and is just as easy to to hold 11 x 17 inch spread in proper posi- that keeps the sale right on the line— 

carry. tions for table presentation. No snaps or avoids missed points and misunderstand- 
fastenings to worry about. ings. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 6, N. Y. 


205 W. Wacker Drive 1327 Erie Street 36th St. & Gray’s Ferry Ave. 
Chicago 6, Ill. Birmingham 8, Alabama Philadelphia 46, Pa. 
*Reg. U. S. Pat. Of. 
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Your editor tries to visit at least 
one lumber yard each month in 
an effort to keep abreast of what 
is going on at the grass roots of 
the industry. One delightful 
visit this summer was to the 
operation of the John D. Bogar 
Lumber Company of Lancaster, 
) Pennsylvania, of which Mr. 
) Claude G. Ryan is President. 
On Mr.. Ryan’s office wall was 
this creed. Mr. Ryan said 
it had been hanging there as 
long as he could remember— 
nearly 50 years. On investigat- 
© ing we found that the creed was 
written by Mr. Holman in 1905 
when he was associated with 
John H. Patterson of the Na- 
tional Cash Register Company, 
one of the pioneers of modern 
selling. Mr. Holman was founder 
and editor of Salesmanship 
magazine. The Creed copyright 
is now owned by Human Engi- 
neering Institute, Inc., Kalama- 
200, Michigan. Mr. Ryan is also 
p President of the Middle Atlantic 


Lumbermens Association. 


A. A. H. 


Ail LALLA LELAND 
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The Salesman’s Creed 
By W. C. Holman 


To respect my profession, my company and myself. To be honest and 
fair with my company, as | expect my company to be honest and fair with 
me; to think of it with loyalty, speak of it with praise, and act always as 
a trustworthy custodian of its good name. To be a man whose word carries 
weight at my home office; to be a booster, not a knocker; a pusher, not a 
kicker; a motor, not a clog. 


To base my expectations of reward on a solid foundation of service ren- 
dered; to be willing to pay the price of success in honest effort. To look 
upon my work as opportunity, to be seized with joy and made the most of, 
and not as painful drudgery to be reluctantly endured. 


To remember that success lies within myself, in my own brain, my own 
ambition, my own courage and determination. To expect difficulties and 
force my way through them; to turn hard experience into capital for future 
struggles. 


To believe in my proposition heart and soul; to carry an air of optimism 
into the presence of possible customers; to dispel ill temper with cheer- 
fulness, kill doubts with strong convictions and reduce active friction with 
an agreeable personality. 


To make a study of my business or line; to know my profession in every 
detail from the ground up; to mix brains with my efforts and use system and 
method in my work. To find time to do everything needful by never letting 
time find me doing nothing. To hoard days as a miser hoards dollars; to 
make every hour bring me dividends in commissions, increased knowledge 
or healthful recreation. 


To keep my future unmortgaged with debt; to save money as well as 
earn it; to cut out expensive amusements until | can afford them; to steer 
clear of dissipation and guard my health of body and peace of mind as 
my most precious stock in trade. 


Finally, to take a good grip on the ley of life; to play the game like a 
gentleman; to fight against nothing so hard as my own weaknesses, and 
to endeavor to grow as a salesman and as a man with the passage of every 


day of time. THIS IS MY CREED. ; 
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IN ADDITION to ample cabinets, sink 
and drainboard, kitchen also includes 
automatic washer. 


CLOSETS and built-ins are faced with 
Philippine mahogany. Walls and ceilings 
are full-wall fibre board panels. Note 
spacious appearance of rooms due to ex- 
tended ceiling. 
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AMERICAN LUMBERMAN 
will feature each month q 
small home that provides 
noteworthy features of qual. 
ity, livability, and economy 


THE MIRACLE HOUSE of Indianapoli, 

at left, is designed for maximum ey} 
appeal, quality, and convenience—for th & 
family that can afford only a mininn & 


cost. 


xt Small Wouse With 


Big Home Features 


A UNIQUE development in the 
field of small housing is the 
Miracle House that has_ been 
designed and built by the Indianap- 
olis Plywood Corporation. Its objec- 
tive—to provide for a minimum cost 
a structure that includes the highest 
possible quality; features that in- 


KITCHEN & 
DINING AREA 


LIVING ROOM 
146 xX 116 








sure charm, convenience, and com 
fort; and elements of construct 
that permit maximum latitude fu 
expanding as family requirement 
dictate. 

The Miracle House is remark 
ably successful in accomplishing a 
of these objectives. Selling on th 


BEDROOM 


BEDROOM 
909x116 











1/4" = 1-0" 




















26'-0" 


a) 





FLOOR PLAN can be enlarged to any length or shape at any time. There 4” 


no interior load bearing walls. 
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Indianapolis market for $6,000, 
it includes the following general 
construction specifications : 

A fully insulated, reinforced slab, 
resting on poured footings, pro- 
vides the foundation. The frame 
is bolted to the slab at six foot 
intervals. 

Wall and rafter framing is 
spaced 16 inches on center. Window 
and door openings are double 
framed, and lintels are 2”x8” 
double. 

Both walls and roof are insulated 
with batts. 

Note that the specifications do 
not include ceiling joists. In lieu 
of these, collar beams tie the rafter 
assemblies together. Room inter- 
jors are finished up to these beams, 
giving a spacious appearance to 
the rooms. 

Walls and ceilings are finished 
with full wall fiber board panels. 


) Closets and built-ins are faced with 
) quarter-inch Philippine mahogany 
4 plywood. 





Cost Breakdown for Miracle 
Home 


Foundation, floor, fireplace and flue $ 925.00 

Lumber and Millwork 

Carpenter Labor 

Painting and Decorating 

Electric Wiring and Fixtures 

Plumbing (Including fixtures, septic 
tank, water service, but not well) 

Heating 

Automatic Washer 

ee 


800.00 
350.00 
180.00 
100.00 


$5400.00 
Builders Profit 


Total Cost $6000.00 


All materials are based on the full retail price. 





A full, circulating hot air heat- 
Ing system provides overhead feed- 
er lines and cold air returns be- 
neath the floor. These latter ducts 
are installed at the time the slab 
ls poured. 

Oversized concrete block chim- 
ney not only adds charm and eye- 
appeal, but includues a fuel burn- 
Ing fireplace, 

Exterior finish of walls is 3%” 
exterior Fir plywood, with all joints 
occurring on studs. 

Overhang is boxed, and includes 
a “2” screened vent the entire 
length of the overhang. A louvred 
gable vent is installed at each gable 
ridge. These, together with the 
vents In the overhang provide an 
air Circulation at all times. 
a the design and construc- 
“te . the Miracle House was un- 
ante “ Ny the Indianapolis Ply- 
clud orporation, its promotion in- 

uded all of the retail lumber and 
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THE MIRACLE HOUSE is in no way a prefabricated structure. Entirely an on-site 
constructed house, its economies are effected by methods of assembly. 


building material dealers in the 
immediate area. Newspaper adver- 
tising and other promotional media 
were used to publicize the project, 
and each dealer was provided with 
a key, so that he could demonstrate 
the house to his customers and 
prospects. 

According to C. H. Gibbs, man- 
ager of the company, the project 
has been extremely successful, and 








V8 EXTERIOR 
PLYWOOD v 
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38 EXTERIOR 


PLYWOOD => _| 


plans are now under way for the 
construction of other variations of 
the same basic plan next Spring. 
The house has been given full FHA 
approval. 


Working Drawings, Specifications, and 
Material Lists for the Miracle House 
are available for $7.50 per set. Send 
check to 

AMERICAN LUMBERMAN 

139 North Clark Street 

Chicago 2, Illinois 





ROCKWOOL BATTS 
3/8" UPSON PANELING 


| 
va\ PLYWOOD OR 
UP$ON PANELING 
I 


4"SLAB _3000* 
CONCRETE 





eX 


3/8 X 12 ANCHORS. | 
6.8 OC ek 





P al 
ee 


OE 
e494" 
west (A 
aes 


7 “See O56 OT A = ¥- = a 
ACS Lover. SPOS SE CSA 
Bet GO one 7 ae BEES FESESS 
yj 


La? _MSUAT{ON 


eT “i Ba: 


6:6-10:10 ee 
3 


4" GRAVEL Fill 











WALL SECTION 





The Merchandising 


0 ‘Malleys 


COVER: O’Malley’s Scottsdale store features 
Western-style architecture in keeping with the 
town’s other commercial establishments. 


MASTER 
MERCHANT 


Ideas that these Master Merchants of the Southwest are uti- 
lizing can be adapted with profit to your own operation 


- Meet TO THE LATEST trends, yet operating 
on the basis that reasonable conservatism is the 
foundation of sound management, The O’Malley Lum- 
ber Company, with headquarters in Phoenix, Ariz., 
has grown into one of the industry’s greatest mer- 
chandising organizations in the southwest. 

Founded on May 27, 1908, the organization has 
expanded into 13 branch yards and seven affiliated 
companies. This growth is the result of the careful 
management, the enthusiasm and the long-range 
planning of the founders, E. L. O’Malley, deceased, 
and J. G. O’Malley, the present chairman of the board, 
together with E. V. O’Malley, president and general 
manager, and James C. O’Malley, secretary and sales 
manager, representing the younger generation. 

Under the current managerial direction of Master 
Merchants E. V. (Ted) and James C. O’Malley, a vital 
store modernization and merchandising program is 
under way throughout the organization. 

“We are slowly getting back to the merchandising 
of lumber, builders’ hardware and building materials, 


SALES SUCCESS can be 
credited to good O’Malley 
merchandising ideas like 
tuese special display racks. 
The plumbing rack is 12 feet 
long and four feet wide and 
has 144 bins — enough for 
every important fitting and 
placed where the customer 
can see them. The dowel 
rack (24x48 at the base, 40 
inches high) offers promi- 
nent display in minimum 
space. * 
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E. V. (Ted) O'MALLEY, president and 


general manager. 


and getting farther away from merchandise handled 
by the novelty, general hardware and _ appliance 
stores,” declares General Manager, Ted O’Malley, 
“After all, we consider ourselves purely building ma- 
terials merchants.” 


DISPLAYS CAREFULLY PLANNED 

The O’Malley’s and their supervisor of branch 
yards, Earl Cox, have given a lot of thought to the 
best way of displaying building materials and their 
merchandising ideas are now being adopted in all the 
branch stores. 

Color schemes have been established for both ex- 
terior and interior of the O’Malley stores. Exterior 


Rta 
UNIFORM SALES COUNTER was designed so that it can be 


used as a straight counter, L-shaped or horseshoe. It is 42 inches 
high and 20 inches wide. 


are painted Jersey cream with seal brown trim; lh 
terior walls are painted off-white, and aqua green and 
silver green are used for trim colors. Merchandise 
display tables are painted twilight rose and wiped t 
give a stained appearance, then varnished; trim 0 
the tables is aqua green. Hand tool and garden todl 
displays are painted the same as the display tables 
Wall shelving for display of paints, general hardware, 
etc. is painted silver green with aqua green for tril 

Display tables, wall shelving, hand tool and garde 
tool displays are uniform in all the O’Malley storé. 
Display tables are constructed so that the width ® 
one-half the length to enable the stores to make dis 
play islands of any desired size. Hand tool and gar 
den tool displays vary in length to suit the requit 
ments of the various stores. 

All wall shelving and wall displays are construete 
to a height of seven feet. Merchandise displays 4% 


. . sf 
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KEY FIGURES in the O’Malley organiza- 
tion, left to right: J. A. Beaman, comp- 
troller; Harold B. Spotts, credit man- 
ager; S. W. Wilcox, purchasing agent and 
oldest employe in point of service who 


ot started working for the company on Sep- 
tember 1, 1913; Earl Cox, branch yard 
supervisor. 





esident and 
JAMES C. O’MAL- 
LEY. secretary and 
e handled sales manager. 
appliance 
O’ Malley, 
ding ma- \ used on top of wall shelving in many cases; specialty 
; displays are created, varying from half moons to full 
\ circles, 48 inches to 54 inches in diameter. 
of branch Two of the organization’s new and very successful 
ght to the Bedisplays are those for dowels, axe handles, and an- 
and their # other for plumbing fixtures. The dowel rack offers 
| in all the Hi prominent display in minimum space. This rack is 
24 by 48 inches at the base and approximately 40 
r both ex- B¥inches high. The plumbing rack is 12 feet long and 
Exteriors Be four feet wide. The rack has 144 bins—every im- 




































portant fitting is out where the customer can see it, 
saving the salesmen’s time. 

Division glass, two and three-quarter inches wide, 
is used on all display tables. Tables are divided and 
all merchandise is placed in a designated position. 
Products are carefully departmentalized. Price-tag 
holders are used to encourage self-service; each tag 
is coded as to supplier, cost, date received and retail 
price, enabling the store manager to tell at a glance 
how the inventory is moving. 


UNIFORM SALES COUNTER 


A new uniform sales counter has been designed in 
such a manner that it can be used for a straight 
counter, L-shaped or horseshoe. The counter is 42 
Inches high and 20 inches wide. The front is Weld- 
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tex plywood to 24 inches high; the balance of the front 


and top is plate glass. Sales personnel have access 
to the display case through sliding doors. The dis- 
play case, painted to match the tables, features one 
glass shelf. 

The types of merchandise stocked by O’Malley’s is 
determined by what has turned out to be profitable 
merchandise over a long period of time. The decision 
to take on or discontinue a line is decided by a com- 
mittee composed of the general manager, sales man- 
ager and several of the department heads including 
the manager of the hardware department. 

The O’Malley experience has shown that hardware 
and specialty items offer the best margin. Every ef- 
fort is made to promote these items through adver- 
tising, sales meetings and monthly sales. 
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DISPLAY ISLANDS of any length can be laid out, since tables 
were designed with width half the length. 





Branch yard managers and department heads are 
expected to watch sales and to immediately report 
any slow-down that may lead to a decision to dis- 
continue a line. 

“We believe in carrying an inventory that is large 
enough to be of service to the building materials 
customer,” says General Manager Ted O’Malley. “How- 
ever, we are not unmindful that this has to be a 
simplified inventory. Because we do not have a slack 
season, we can turn our lumber inventory faster than 
yards in the middle west and east. We carry as many 
items but not as large a stock. 

“Our greatest problem in the past few years has 
been inventory control. Like the majority of people 
in business, we knew a period of depression or reces- 
sion was eminent, but we were unable to reduce in- 
ventories in the face of increasing business volume. 
Our attempt at control was concentrated in frequent 
meetings of the managers of all our yards as well as 
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department heads. Each manager attempted to help 
the others dispose of their surpluses.” 

Each of the O’Malley branches and affiliates oper- 
ates under a separate and complete bookkeeping sys- 
tem with monthly financial reports sent to the main 
office in Phoenix. General corporation expenses in- 
cluding such items as executive salaries, auditing and 
legal fees, branch-yard supervision and state-wide 
advertising are pro-rated to branch operations on a 
sales volume basis. 

Annual expenses such as taxes and insurance are 
estimated at the beginning of each year and one- 
twelfth of the total accrued each month in order to 
spread them over the year’s operations. Purchases, 
sales and inventories are broken down into 12 classi- 
fications to better analyze profits and investment in 
inventories. Lumber sales are costed by average cost 
per 1,000 board feet. Other sales are costed by gross 
profit percentage; percentages are checked and re- 
vised at the time of taking the semi-annual inventory. 

Two big customers—contractors and _ operative 
builders and industrial and commercial firms — con- 
stitute 70 percent of O’Malley’s business in the Phoe- 
nix and Tucson areas; urban consumers are respons- 
ible for 20 percent and farmers for 10 percent. How- 
ever, in O’Malley’s urban yards, the consumer is re- 
sponsible for more than half the total business. This 
is the percentage breakdown in urban yards; farmers 
30 percent; urban consumers 25 percent; contractors 
and operative builders 40 percent; industrial and 
commercial firms 5 percent. 

SELL BUILDING “PACKAGES” 

Some of the urban yards sell roofing, insulation 
and garage packages, but the firm has never entered 
into the contracting business in any department. 
However, every effort is made to assist the potential 
home owner by securing a contractor, architect, and 
helping with the financing to the extent of selecting 
a payment plan best adapted to the customer’s par- 
ticular needs. When justified, the firm carries its own 
paper with reasonable monthly payments. 

O’Malley’s is also active in promoting farm sales, 
property improvement sales and specialty sales. Di- 
rect help is given the farmer with his building prob- 
lems. In property improvement sales, O’Malley’s 
offers the customer the services of a reliable con- 
tractor, helps estimate the materials necessary for the 
job, and handles financing arrangements on a time- 
payment plan. Specialty items such as insulation, 
paint, tools, etc. are promoted each month. 

Each of these markets is pushed by an.extensive 
advertising campaign based on 1 to 1% percent of 
total sales. Newspaper, radio and outdoor advertis- 
ing are used, media being determined by the general 
manager, sales manager, comptroller and branch yard 
supervisor. Copy is prepared by the firm’s agency 
which is aided by mats, information and helpful data 
supplied by various manufacturers. Most of the news- 
paper advertising is devoted to actual products, serv- 
ices and prices. 
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TRUCK FLEET includes vehicles from three-quarters of jg 
up to the eight-ton capacity fork lift trucks found in the mai 
storage yard in Phoenix. 


The O’Malley employe training program follows; 
definite pattern. A two-page application form is use 
at all the yards. 
are urged to start in the yard and work their wy 
up through the various departments. Meanwhile, ney 
employes are watched to determine which _positiy 
they are best fitted for, and as much encourageme 
and instruction as possible are given along these ling, 
Some employes are attending night school and other 
are taking correspondence courses at the company’ 
expense. 


LIBERAL EMPLOYE BENEFITS 

Good employe relations are fostered by a familj 
picnic in the fall. A paid vacation schedule and: 
comprehensive insurance and _ retirement prograt 
have helped keep the O’Malley personnel turnover lov 
Monthly retirement benefits starting at age 65, aul 
continuing until death or for 10 years certain, a 
approximately 20 percent of the average monthly 
earnings during the period the employe is a partit 
pant in the plan. Benefits take the form of an ann 
ity, or, if the employe is insurable, by endowment it 
surance in an amount equal to 100 times the monthl 
benefit. The company pays the entire cost of th 
plan. 

Group insurance plans include life insurance ($1; 
500 to $5,000) based on annual salary, also extensit 
hospitalization, surgical and medical benefits.  Insut 
ance costs are shared by the company and employe 
with the company paying about 55 percent of th 
premiums. Over 600 employes work in the variol 
O’Malley branches and subsidiary companies. 

Like most Master Merchants, the O’Malleys at 
active in civic activities. They take part in Com 
munity Chest and Red Cross drives and are membet 
of the Greater Phoenix Committee and Good Gover 
ment Council. 

These veterans in the building materials busine 
have this advice for young men entering the busine 
today. 


“Probably the most important thing in starting! 
building materials business is that the size of th 
business be in proportion to your financial abilil} 
Allow the business to grow naturally and conser’ 
tively—do not attempt to over-expand and over: 
vest in order to create more business until sufficitl 
capital has been accumulated to provide for the & 
pansion. 


“Too many young men start out with the idea thé 
they must sell all the jobs regardless of competitit 
prices. The founders of our business taught us thi 
it is unwise to attempt to meet every competiti 
price—that we could not sell all the jobs.” 
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A new kind of credit can double the 


home modernization market 


The “Opeu-Eud " 


F INSTALLMENT CREDIT is 

the magic wand that has 
opened a mass market to many an 
American mass producer, the man- 
ifold uses of credit are only begin- 
ning to be understood and ex- 
ploited by that well-known indus- 
trial laggard, the housebuilding 
industry. Since credit is a means 
of stretching consumer’ buying 
power, it is not a subject of much 
interest to producers in periods 
when consumer buying power is 
high—as it conspicuously has been 
in the decade now drawing to a 
close. But this spring, as appli- 
ance sales dropped 40 percent be- 
low last year’s level, as housebuild- 
ing starts dropped 10 percent be- 
low last year’s record rate, pro- 
ducers in all fields looked to see 
what credit could do for their 
markets. 

In this scrutiny, the housebuild- 
ing industry was more fortunate 
than some others. For it could dis- 
cover a new credit tool ready-at- 


} hand, put on a sound legal footing 


over the last five years but not 
much used while cash buying 
power was high and inflation the 
biggest economic threat. This is a 
credit tool which can open a new 
market to builders, lenders, ma- 
terial producers and dealers. It also 
promises to do more to improve 
the quality of U. S. housing than 
any other single step since the in- 
stitution of FHA mortgage - in- 
surance. 

The FHA-system opened the op- 
portunity of home ownership to 
millions of additional families by 
making long-term credit at a low 
Interest rate widely available to 
house customers. Now lenders have 
a Way .o make long term, low-in- 


5 “This is the subject of an address by 
Arthur Sworn Goldman, director of 
marketing and reasearch, The Archi- 


ptectural Forum, before the annual 
peeting of the National Retail Lum- 
Ne Deals rs Association, San Francisco, 
Oovember 9. For those dealers unable 
‘9 attend this session and for those who 
would like to see the principles of The 
ane ene” Mortgage down in black 
ie ten ite, AMERICAN LUMBERMAN 
by tinting an article on this subject 
part ttesy of The Forum. The first 

art appears in this issue, a concluding 


article in the issue of November 19. 








JMBER MANS 





Buitpinc Propucts MERCHANDISER 





“OPEN-END” 


tional funds for home repairs. 


mortgage releases addi- 


terest credit widely available to 
owners who need to modernize or 
repair their homes, who want to 
buy new equipment, even carpet- 
ing. This is the open-end mort- 
gage—a mortgage agreement 
which permits the lender to ad- 
vance additional funds to the home 
owner when he needs to repair a 
leaking roof or put in a new fur- 
nace. Last year lenders loaned 
about $100 million in additional 
advances under such mortgage 
agreements. 


$4 BILLION MARKET 

Some 75 percent of U. S. homes 
are over 20 years old and the U. S. 
annually replaces less than one 
percent of its total housing supply. 
Obviously the market for home re- 
pair and modernization is enor- 
mous. Lenders who have studied 
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Mortgage* 


long-term modernization loans be- 
lieve that an active program to 
make homeowners aware of the 
possibilities of such cheap credit 
could double or triple the $2 bil- 
lion spent for improvements last ° 
year. 


The kind of credit now most 
widely used for home repair and 
improvement is the FHA Title I 
plan. These loans are made by 
banks and savings and loan asso- 
ciations under FHA insurance at 
a five percent discount. Since the 
discount is based on the total 
amount of the loan and not, like 
simple interest, on the declining 
balance, it amounts to an effective 
interest rate of about 914 percent. 
The maximum term permitted is 
three years and 31 days. Thus 
$1,000 borrowed for remodeling 
would have to be paid back at the 
rate of $31.90 a month. A typical 
homeowner may already be paying 
$57 a month on a $7,100 mortgage. 
Adding an additional payment of 
$31.90. would bring his monthly 
payment to over $88. Since 80 per- 
cent of all U. S. families, according 
to the Federal Reserve Board, still 
live on incomes of less than $5,000 
a year, this size monthly expendi- 
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ture is clearly out of the reach of 
most homeowners. Thus needed 
property repair and improvement 
is neglected or cut down to what is 
absolutely imperative and_ the 
hard-pressed owner is obliged to 
settle for the cheapest materials 
available. 

Contrast these short-term credit 
terms with the repayment plan 
possible if advances are made 
under the original mortgage and if 
the property is considered as a con- 
tinuing security for whatever ad- 
ditional credit the owner needs! 
Suppose homeowner John Doe has 
paid off $2,500 of the $5,000 mort- 
gage on his house. He has been 
living in this house for a good 
many years and he wants to install 
an oil burner, an electric water 
heater, maybe a new roof. So he 
goes to the local savings and loan 
which holds the mortgage on his 
house and talks over his plans. 

Lender Smith has known bor- 
rower John Doe ever since he 
bought his house. He knows that 
John Doe is a responsible man in the 
community and an excellent credit 
risk. He has, therefore, two good 
reasons for making an additional 
loan to owner Doe: 1) the mod- 
ernization means that the prop- 
erty on which he holds a mortgage 
will be increased in value; 2) since 
Doe now owns a large equity an 
additional loan to him means that 
the lender can put more money to 
work in the safest possible way. 


HOW DOE BENEFITS 


So lender Smith offers John Doe 
a $1,000 loan and spreads repay- 
ment over the remaining term of 
his original mortgage. If this term 
amounts to 10 years, John Doe will 
be able to pay off the $1,000 ad- 
vance at the rate of $10.61 a month 
—or just one-third the monthly 
payment the same loan would have 
cost him under the Title I plan. 
Now that Federal Reserve Board 
curbs on installment credit have 
been removed, John Doe is able to 
use this additional advance to buy 
such items as a range, a refrigera- 
tor, even wall-to-wall carpeting— 
which may not be purchased under 
Title I rules. 

Now John Doe is in a position to 
consider realistically the price of 
the various types of equipment 
which he can select. If he is ad- 
vised, for example, that one type 
of oil burner costing $100 more 
than another model will reduce his 
monthly heating costs by $10, he 
will quite naturally choose the bet- 
ter product and cheerfully pay the 
higher initial cost. Lender Smith 
will be glad to see him make this 
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LENDERS’ RISK is reduced by this 


simple credit plan. 


decision: he knows that the more 
the monthly cost of home mainten- 
anee is reduced, the easier it will 
be for John Doe to pay off his loan. 


BETTER CREDIT RISK 


Savings and loan lenders who 
have been making these additional 
advances consider them an impor- 
tant part of their security. The 
First Federal Savings & Loan As- 
sociation of New Haven, Conn., 
one of the first to offer this simple 
eredit plan, says: “Our collateral 
is not safe if the owner is dissatis- 
fied with his house. The owner who 
can borrow additional funds to 
keep his property in a good state 
of repair makes a much better 
credit risk.” 

If, then, the additional advance 
plan has obvious advantages for 
owners, borrowers—and can open 
a whole new market of John Does 
who could not otherwise afford 
modernization---why isn’t it more 
widely used? Why do many lend- 
ers still propose—and many bor- 
rowers still accept—short-term 
Title I loans? One lenders’ associa- 
tion answers this question bluntly: 
“Management in general has 
lacked the vigorous initiative and 
willingness to break away from 
hide-bound procedures and to move 
forward on the basis of a reason- 


- able risk.” 


Perhaps a more basic reason is 
that not all lenders are adequately 


informed about this kind of credit, 
A recent Forum survey of 3,000 
lenders showed that many of them 
are making additional advances, 
But it is interesting that some 
lenders in Ohio said they cannot 
make additional advances because 
it is against state law, while other 
lenders in the same state said they 
have been making additional aq. 
vances for years. 

The majority of progressive 
lenders have over recent years 
been taking steps to make this kind 
of credit feasible. They have done 
this in three ways: 1) by introduc. 
ing mortgage contracts which pro- 
vide for additional advances in the 
future; 2) by using modification 
agreements to add an _ additional 
advance clause to existing mort- 
gages which have not been so writ- 
ten; 3) by simplifying title search 
requirements. 


(This article will be concluded No- 
vember 19.) 


HOME PROGRAM 


National promotion and planned 
owner budgeting are stressed 


The Good American Homes 
program is a cooperative promotion 
backed by the National Retail Lun- 
ber Dealers’ Association and the 
United States Savings and Loan 
League. Its basic theme is: “It’s 
easy to own a Good American 
Home.” 

Ted Baldwin, Inc., developers of 
the Blanding Dream House plan, 
is developing this program. 

Retail lumber dealers can tie 
into program at the local level by 
using promotional material in their 
advertising. 

The program will explain to the 
public how to arrange household 
budgets to make home ownership 
possible. It is expected local deal- 
ers will develop many new house 
prospects as a result of this edt 
cational program. 


The architectural firm of Chap- 
man, Evans and Delelanty of Ne¥ 
York City has designed four basi 
house plans that will be featurei 
in the promotion. 

These one-story homes, with o 
without basement, will in general 
fall within the following sale 
prices: homes under $7,500; homes 
$7,500 to $10,000; homes $10,000 
to $12,000, all including land ané 
utilities. No attempt is being 
made to put a price upon the hous 
resulting from each plan, but the 
plans are designed so that one 
more can be selected to fit the | 
pattern of average family income. 
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PUSH BUTTON 
CONTROL operated 
by James R. Meyer, 
Hixon salesman, 
slides one of eight 
outside doors into 
position for a new 
home prospect. 
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THIS UNUSUAL DOOR display is found 
at the Clark County Lumber Co., Spring- 
field, Ohio. Each of the 10 doors found 
in the exhibit may be easily framed in 
the opening so that the customer can see 
exactly what the door will look like when 
installed. The doors are guided along 
tracks provided for them and may be 
quickly removed by taking out the screws 
around the casing. The display includes 
both interior and exterior doors. 


play. They can walk directly into 
that part of the Hixon yard where 
standard doors and other millwork 
are stocked for immediate delivery. 
The door display was conceived by 
the late Ray Schaffner, former 
manager of the Hixon Toledo yard, 
and installed by James Glanville. 
present manager. 

IT’S an old axiom that the easier 
it is for the customer to visualize 
your product installed in his home, 
the easier it is to sell him. 

In Springfield, Ohio, the Clark 
County Lumber Co. is carrying out 
that idea with a live door display 
that shows the customer at a glance 
how the installed door will look 
in his own home. 

The display consists of four out- 
side doors and six inside doors. All 
the doors move smoothly on 
grooved tracks. It’s easy to change 
the display just by removing the 
screws in the molding. C. W. Stone 
is the store manager of this aggres- 
sive Springfield concern. 


GRAIN STORAGE 


AFTER a respite in buying, 
Commodity Credit Corp.’s storage 
construction program recently 
placed orders for bins other than 
steel that would store 60 million 
bushels. More than half of these 
bins normally would have been 
steel. 

With the steel strike on, the bins 
will be made of aluminum, wood, 
concrete, and remodeled Quonset 
huts. 
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Here’s a Radio Program That 


FORREST CURRELL, right, general manager of the Currell 
Lumber Co., chatting with Joe Aley, commercial manager of 
KTNM. Remote control equipment, which enables Currell to 
broadcast directly from the store, costs only $10 per month in 
addition to the regular daily broadcast fee of $7. 


ANY DEALERS WHO BUY radio time aren’t 

sure whether or not this money is going into 
thin air or whether this advertising media really 
brings results. Forrest E. Currell, general manager 
of the Currell Lumber Co., in Tucumcari, N. M., is 
convinced his radio program is well worth the $200 
per month he is spending on it. 


. Forrest decided a year ago that he needed some good 
media to reach his hundreds of town and ranch cus- 
tomers within a 60-mile radius. He tried radio—the 
customary newscast and commercial blurb direct from 
the studio. The program was a flop as nearly as he 
could tell from store sales and customer comments. 


Then he worked out a new approach with the help of 
Grady Maples, co-owner and manager of KTNM, a 
Mutual Broadcasting System outlet of 250 watts which 
had been airing the Currell Lumber Co. program. 
They decided to stage the program right from the 
company’s sales floor with one of the company’s own 
salesmen chatting informally with KTNM’s repre- 
sentative about Currell’s services and sales items. 


KEYNOTE INFORMALITY 


Informality is the keynote. There is no written 
script. The program is never rehearsed. Joe Aley, 
the station’s commercial manager, carries a _ port- 
able mike around the store and throws questions 
at whoever happens to be handling the pro- 
gram for Currell’s at that time. The day AL&BPM’s 
representative called, the commercial announcements 
covered FHA, household wares, lawn and garden equip- 
ment and paint. The latter item is plugged daily since 
the manufacturer shares the cost. 


Leland Smith, yard manager, was on the air for 
Currell. Sometimes it is Benton DeWees, assistant 
manager, who takes over. Obviously this informality 
does not require professional announcing talent. Often- 
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Currell Lumber Co., Tucumcari, New Mexico, 
goes on the air every day direct from the 
sales floor. Informal commercials draw an 
audience that not only listens but more 


important—buys 






EXTENSION CORD PERMITS broadcasts from special dis 
plays. Leland “Smitty” Smith, yard manager, right, is t 
the radio audience about Currell’s yard and garden equipmet!. 


times there is customer participation—someone wh 
drops in is asked how his new home is coming or how 
business is in his part of the Valley. Listeners get4 
kick out of this. In fact radio fans say they enjoy 
Currell commercials since they are as unrehearsed # 
a sidewalk interview. 

On one program the boys sang a parody on “Figaro 
to get Vigoro into the song. Another time they 
sorted to a bit of verse: 


Three seventy-nine ($3.79) does the trick 
Paints the room neat and quick. 


The program is on the air from 1 to 1:15 p. m. 
days a week. It costs Currell Lumber Co. $7 per broaé: 


' cast plus $10 per month for the remote control hookup 


in the store. 
The Currell broadcast, besides its informality, h® 
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ATTRACTIVE EXTERIOR of Currell Lumber Co., Tucumcari, N. M., features big show 
windows and plenty of parking space. Note interesting glass brick treatment at the corner. 
Radio broadcasts are direct from the Currell sales floor. 


the advantage of maximum audience reception. Moun- 
tains around Tucumcari make daytime reception diffi- 
cult for the high powered stations in the metropoli- 
tan areas. 


Sample result of a Currell broadcast :—following a 
“special” on paint, 150 gallons moved out within 24 
hours. Forrest Currell plans to continue the program 
while the payoff remains that good. 


PAINT IS GIVEN a plug on every program since the manu- 

facturer shares the costs of the program. Grady Maples, co- 

owner and manager of KTNM, holding the microphone, Forrest 
Currell holding the paint. 
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Sample of Currell's Daily Broadcast 


Below is a sample radio program pre- 
sented from the sales floor of the Currell 
Lumber Co., Tucumcari, N. M. The informal 
commercials and occasional interviews with 
customers are interspersed with cowboy and 
western music on records from the NM 
studios. The first broadcast was April 5, 
1948. 

ANNOUNCER—Time now for "Music from 
the Corral" = by Currell—the Cur- 
reli Lumber Company. 


THEME—"Steel Guitar Rag" (up and 
fade). 

ANNOUNCER—Yes, it's "Music from the 
Corral" presented by the Currell Lumber Co. 
Each day at this time, Monday through Sat- 
urday, this big, modern complete lumber com- 
pany presents the recorded music of your 
favorite cowboy and western stars. To get 
today's program under way, let's listen to 
this bit of "Music from the Corral"—it's (in- 
troduce tune). 


(AD LIB TO PORTRAY IDEA THAT RADIO 
STATION REPRESENTATIVE AND WHOEVER 
IS HELPING HIM AT CURRELL'S WILL SPEAK 
DIRECT FROM THE STORE.) For example: 
“And now let's see what Joe Aley and For- 
= — have to say at the Currell Lum- 

er Co." 


(SWITCH PROGRAM BETWEEN STORE 
AND STUDIO WITH MUSIC BETWEEN COM- 
aT ANNOUNCEMENT'S FROM CUR- 


ANNOUNCER, as theme song up and fades, 
“Join us again tomorrow from 1 to 1:15 when 
the Currell Lumber Co. will again present re- 
corded “Music from the Corral" and impor- 
tant messages about how you can save 
money when you trade with the Currell Lum- 
ber Co. in Tucumcari. 









ru renalyscs of Dealer 
OPERATING FIGURES 


HE TABLES PRESENTED 

here were developed from fig- 

ures obtained in a survey conducted 

by a state association among its 

membership. The state represented 

is heavily rural and agricultural in 
nature. 

Even with this reservation, the 
figures give a good over-all picture 
of the retail lumber dealer’s profit 
and loss picture in 1948, as well as 
the tendencies in such matters as 
accounts receivable, inventory in- 
creases and turnover, and varia- 


tions in gross profits. 

The figures show that the smaller 
(normally rural) yards show a sub- 
stantially higher gross and net 
operating profit than the larger 
(normally city) operations. 

It can be surmised that this sit- 
uation results—at least in part— 
from the fact farmers have had 
ready cash and have been willing 
to spend it to get what they want 
when they want it. 

It can also be inferred from fall- 
ing farm prices, that the rural 


dealer from here out will be faced 
with a more competitive situation 
that will mean less markup and 
less profit. Material volume yi] 
remain high; but competition and 
a return to shopping by the farmer 
will mean less dollar volume. 
The survey shows that whereas 
one and half percent of sales is 
generally conceded to be a proper 
amount to spend on advertising, 
the amount spent by dealers in this 
state ranges from 0.29 to 0.44 per- 
cent. This is largely accounted for 





AVERAGE PROFIT AND LOSS STATEMENTS 


(Stated in Terms of Percentages) 


Sales (All depts. — less discounts & allowances). . 


Cost of Merchandise Sold. 
Gross Profit on Sales........ 


Operating Expenses: 
Salaries (Owners or managers). 
Salaries (All other) . 


Maintenance & Repairs (Bldgs. & Equip.). . 
Auto & Truck Expense (Gas, oil, repairs, ete) 
Drayage (Except on mdse. purchased). . 


Heat, light, power and water 


Insurance (Except life insurance)... 


Taxes (Old age benefit & unemployment) 


Other Taxes (Except income taxes) 


Office Expense _ oon ——m etc.) | 


Advertising ..... 

Travel 

Donations & Dues 

Legal & Accounting. . 
Bad Debts (Less recoveries). . 
Rent 


Depreciation—Buildings & Improvements. . 
Depreciation—Machinery & Equipment. . 
Depreciation—Autos & Trucks...... 


Miscellaneous 
Total Operating Expenses 


Net Operating Profit... 
Highest Gross Profit Reported. . 
Lowest Gross Profit Reported 


Per Cent of Members Below Average a 


Highest Net Profit Reported . . 
Lowest Net Profit Reported 


Per Cent of Members Below Average. . 


Sales Volume Groups 
Under $100,000 to Over 
$100,000 $200,000 $200,000 


100.00%, 
73.30 
26.70%, 


100.00°%, 
74.97 
25.03%, 


100.009 
79.16 
20.84%) 


5.08%, 


3.82%, 
4.01 


3.08%, 
5.32 
73 d Al 


38 ‘ 16 
JAI 


14.69%, 
12.01%, 


12.59%, 
12.44°/, 
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by the fact rural dealers know a 
large proportion of their customers 
and prospects personally. 

At the same time, personal con- 
tact will not always answer the 
challenge of competition. In some 
areas, notably upstate New York, 
numerous progressive, rural deal- 
ers, through the twin mediums of 
merchandising and _ advertising, 
have extended their trade areas and 
eaten heavily into the volume of 
less progressive dealers. 

As competition becomes sharper, 
advertising will no doubt become 
increasingly important as a selling 
tool in most rural areas. 

Accounts receivable increases re- 
flect directly the importance of 
agriculture. As farmers feel the 
pinch of falling prices, they find 
it necessary to defer payments un- 
til crops are sold. However, gen- 
erally, ratio of accounts receivable 
to sales is excellent. 





INVENTORY ANALYSES 


AVERAGE INVENTORY INCREASE IN PAST YEAR: 


Members with Sales Volume Under $100,000........ 
Members with Sales Volume $100,000 to $200,000. _ . 
Members with Sales Volume Over $200,000........ 


24.04%, 
-.28,69°/, 
24:40°/, 


AVERAGE INVENTORY TURNOVER IN PAST YEAR: 


Members with Sales Volume Under $100,000... . 
Members with Sales Volume $100,000 to $200,000... 
Members with Sales Volume Over $200,000........ 


_. 2.12 times 
. 3.06 times 
. 4.33 times 





ACCOUNTS RECEIVABLE ANALYSES 
AVERAGE ACCOUNTS RECEIVABLE INCREASE IN PAST YEAR: 


Members with Sales Volume Under $100,000........... 
Members with Sales Volume $100,000 to $200,000... 
Members with Sales Volume Over $200,000............... 


44.4%, 
- 28.6%, 
- 26.4%, 


AVERAGE RATIO OF ACCOUNTS RECEIVABLE TO SALES- 


YEAR END: 


Members with Sales Volume Under $100,000........_.. 
Members with Sales Volume $100,000 to $200,000... 
Members with Sales Volume Over $200,000. .... 


9.5%, 
11.7%, 
8.8°/, 








Make the Customer’s Problem 
Your Problem 


Return to basic selling fundamentals will 
offset the trend of declining volume 


FACED WITH increased cus- 
tomer resistance, there is a grow- 
ing need among retail lumbermen 
to help people buy rather than sell 
them. The old-fashioned fast-pitch 
is a good method of attracting a 
carnival crowd, but it falls on deaf 
ears with the man who is building 
or remodeling his home. Retail 


| lumbermen are helping build homes; 


they are not primarily in the side- 


; show business. 


The economic value of just per- 


| suading people to buy, however, is 


open to some question. A salesman 
who attempts to persuade a buyer 
to satisfy one need in preference to 
another may do the buyer a dis- 
service. This is particularly true 
When the sales clerk hurries the 
buyer past possible undesirable fea- 
tures of the product and urges an 
ill-considered decision. Customers 
have awakened to a new sense of 
Values. They want their money’s 
Worth in terms of satisfaction of 
the real needs and desires, not 
just in terms of values and stand- 
ards Set up for them as straw men 
by high-powered advertising and 
merchandi ‘ing experts. 

This new attitude cannot be over- 


Burtpinc Propucts MERCHANDISER 


come by force selling. It must be 
handled by helping customers solve 
their problems, by convincing the 
customer that his problem is your 
problem. 

In this situation, the retail sales 
clerk is more important than ever 
before. He must be more than the 
umpire who decides which custom- 
er gets waited on first. He must 
do more than arrange stock prettily 
on display racks and write out 
sales slips. He must be a profes- 
sional salesman. If he fails, on the 
firing line at the point of sale, the 
whole merchandising program falls 
apart. 

Alert building supply retailers 
are devoting more attention to their 
sales staffs. They are looking over 
their personnel, giving the sales 
people not only facts about the 
products, but sales know how in 
terms of analyzing prospective cus- 
tomers, presenting evidence of val- 
ues in the product, presenting and 
demonstrating materials and help- 
ing the buyer reach a sound deci- 
sion. 

The basic attributes of a good 
retail salesman have not changed 
since the days of pioneer retailers. 


It is of fundamental importance 
that he present a good appearance 
in relation to his workplace. En- 
thusiasm for the products, enthu- 
siasm for giving service, coupled 
with loyalty to the firm and loyalty 
to the customer, help create con- 
tagious good will. Enthusiasm and 
sincerity will never be outmoded 
by modern display devices. What 
is really needed to improve the 
sales volume in many retail yards 
is a revival of the old time religion 
of basic selling fundamentals. Such 
a revival must be instituted by the 
head of the company, with a pro- 
gram that admits of no backslid- 
ing. There should be a three-point 
program of placement, training and 
supervision. 

Salesmen should be placed in po- 
sitions for which, by instinct, ca- 
pability, experience and previous 
training, they are best suited. For 
a man who has never planed a’ 
board or mortised a joint, to sell 
lumber is perhaps as difficult as it 
would be for an experienced car- 
penter to sell lingerie. 

Once the right man has been 
found to fit the particular sales job, 
initial training should be devoted 
to store policies and methods, mer- 
chandise, and the whys and hows 
of the general sales program. This 
should be coupled with individual 
coaching by the team captain, to 
develop the individual’s ability to 
handle customers; to aid in develop- 
ing a greater knowledge of the ap- 
plication of specific materials and 
merchandise and to a scientific im- 
provement of selling ability. 
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Yard Layout 


A top flight design for a smaller yard — the 
result of thought and planning by a practical 
yard manager. 


 e TAKES a lot of day to day living with a lumber 
yard to understand what layout must have to bring 
practical solutions to handling and storage problems. 

What constitutes an average load of materials out- 
ward bound from a yard could never be arrived at, 
yet the man who has been around a yard gets the 
feel of what space, sequence and volume require- 
ments are. 

Convenience of pickup can mean return calls by 
your contractors. If the yard layout gives freedom 
of movement to each particular product, without 


This sketch is not to scale 


W. E. Cowman, manager of Paul Bunyon Building Supply 
Company, Brainerd, Minn., spent a lot of thought and called 
on many years’ experience in designing this new yard. The traf- 
fie pattern (1) makes it easy to put materials into storage and 
to get them out. There is a minimum of confusion. A truck 
loading lumber does not block other trucks from getting to 
other materials. Lumber storage (2) faces on a covered alley. 
The utility cut-off saw is convenient to lumber. The saw (3) 
is located in a room with open ends for easy handling and so 
that sawing operation does not conflict with other operations. 
Warehouse material for storage of bulky materials such as 
bundles of wallboard, cement, roofing, and wire, face on a 
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This story tells how W. E. Cowman of Brainerd, 
Minn., designed his new yard with an eye to elim. 
inating cost and time consuming bottle necks by 
making material handling and customer servicing 
easier. He also planned well for future possible 
expansion. 


undue conflict from other loading trucks, and stil] 
gives control of material and traffic, one basic layout 
problem has been licked. 

At the same time, in-storage must be taken into 
full consideration. It must be economical to get in. 
coming goods into bins and storage rooms with a 
minimum of labor and a minimum of conflict with 
outgoing loads. 

A third consideration is 
products easy to handle. 

A fourth consideration is the dual problem of hay- 
ing certain items convenient for both truck loading 
and jag sales through the salesroom. 

W. E. Cowman, when he built the Paul Bunyon 
Building Supply company yard in Brainerd, Minn, 
two years ago, came up with some good practical 
answers to these questions of yard layout. It is 


how to make bulk 


separate alley. Trucks can reach this building without goist 
through lumber shed. Loading dock at rear of store b 
(6) makes for quick, easy unloading as well -as loading out @ 


jag lots. Covered platform serves as temporary storage for ® 


coming L.C.L. loads. Warehouse (7) makes materials st 
here convenient to both display room and loading dock. Jeat 
span trusses over warehouse area means display area (8) % 
be expanded into warehouse area as needed. Display area! 
is modern, consumer type store with big windows and is 
displays. (10) is additional storage space. Private office 
gives excellent control by overlooking both display room 
yard and driveway. 
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worthwhile looking at his solutions to some problems 
of layout. 

Yard planning naturally falls into two types: the 
larger yard where material handling equipment as an 
investment can be afforded and made to pay for itself, 
and the smaller operation where original investment 
in material handling equipment is out of proportion 
to total investment and to volume of business. 

Although the problem of material handling ma- 
chinery must be taken into account in the overall 
picture, Cowman has shown there is much that can 
be done to cut costs and make more time available 
for selling, through yard layout and more efficient 
organization of storage. This problem entails more 
than a consideration of how to get lumber out of a 
car and into a bin, or out of the bin and onto a truck. 
Some effort must be made to determine what amounts 
to a production line layout of materials as they are 
normally or usually loaded on the truck. 

The problem is immediately complicated by the fact 
some materials are sold both through the store and 
on to trucks loading with other materials. Hence in 
these cases a dual outlet must be supplied to as large 
a degree as possible. 

Cowman has done this by combining a warehouse 
in the store building and providing a two-way outlet 
for both counter sales and truck loading. The loading 
platform is available both to trucks that have loaded 
in the yard and to trucks that can bypass the yard. 

A truek traffic pattern is important as a time and 
labor saver. Many yards are so designed or laid out 
that one truck in the alley blocks all other traffic. In 
other words, the yard becomes a one way passage—a 
bottle neck, in effect, through which only one customer 
at a time can be taken. 

The solution to this is an alley wide enough for 
passing, plus storage space so that materials will 
not block one lane. It is then possible for trucks to 
) load (or unload) in one lane and still give other trucks 
) and cars access for picking up jag lots. This means 
the office man who comes out to help a customer get 
a few boards or a piece of plywood on his car will 
» not either have to carry the pieces the length of the 
shed, or wait around wasting selling time until the 
truck gets out of the way. - 

Cowman’s method of using one cross alley behind 
the store building and two vertical alleys between 
the three storage sheds results in a fluid traffic pat- 





Fd 
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Mg gives 
the display and sales room. 
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THIS cony, aient loading platform at the rear of the store build- 
cess directly to a storage room at the west end of 





RADIAL power saw is installed in small room at the end of 
one of lumber sheds. Notice in yard layout diagram that Cow- 
man has picked saw location to have complete flexibility and 
convenience of use. We have seen many saws tucked away in 
corners or in small rooms where much time was wasted han- 
dling and feeding material. Notice use of roller conveyors to 
facilitate handling of lumber. It is the employment of many 
small labor and time saving ideas and pieces of equipment that 
give an over-all savings in costs and make more time available 
for the all-important job of selling. Study this yard for time- 
saving ideas. 


tern for trucks, gives plenty of room for leading and 
unloading, and at the same time keeps the yard ar- 
rangement compact enough for a small crew to 
service. 

Easy, quick servicing in itself cuts costs and means 
more sales. A recent check among small yards showed 
that personnel used one third of their time handling 
materials, one third of their time servicing custom- 
ers, and only one third was spent on actual selling. 
Hence the details of arrangement with which Cow- 
man concerned himself become doubly important. 

One other result of Cowman’s plan is the ease 
with which expansion can be accomplished. 

Due to clear span roof trusses, space as needed 
can be taken from the warehouse space and added to 
display area merely by changing a non-bearing par- 
tition. Also, room was left at the rear of the yard 
area so that additional space can be added to any 
or all of the three storage sheds without disrupting 
the basic yard arrangement. 





INTERIOR view of warehouse space adjacent to unloading 
dock. Roof trusses give post-free floor, making possible maxi- 


mum space utilization. 
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Convention Season Starts 


OKLAHOMA MEET 


Third annual convention sees 
record attendance and displays 


JUST THREE YEARS old itself, 
the Oklahoma Lumbermen’s Asso- 
ciation made a record breaking 
event of its third annual convention 
held October 18-19 in Oklahoma 
City. 

When the two-day convention was 
closed a record attendance of more 
than 1,700 lumbermen from every 
section of the state had streamed 
through the Municipal auditorium, 
where 133 exhibitors using 165 
booths displayed every type of 
building product. 

C. B. “Cy” Sweet, NRLDA presi- 
dent, was the principal convention 
speaker. Sweet discussed how cost 
of government is reducing effective 
consumer purchasing power and 
pointed out business here can be 
taxed into a state of impotence 
as has been done in socialist Eur- 
opean countries. 

Sweet complimented the Okla- 
homa associates on winning second 
place in the dealer-group classifi- 
cation in the NRLDA public rela- 
tions contest. 

Gates Ferguson, director of ad- 
vertising for the Celotex corpora- 


tion, told the convention that 
lumbermen must become merchants 
instead of dealers. Dr. Hilton M. 
Briggs, Oklahoma A & M college, 
discussed the school’s Farm-fitted 
Buildings Program, which the asso- 
ciation has been actively sup- 
porting and promoting. The college 
had a tremendous display, using 
scale model buildings to outline 
this program. 

The convention was opened by 
president Walter R. Kelly, who 
made the annual report. 

Entertainment features of the 
convention included a stag party 
for the men in the Skirvin Hotel, 
honoring Hoo-Hoo. More than 600 
attended. For the ladies, a party 
was held at the Oklahoma Club, 
with Mrs. Alene Beckford, who 
operates the Independent Lumber 
Company of Oklahoma City, in 
charge. 

Major order of business during 
the convention was election of 
officers. Walter H. Hinton, of the 
George C. Wright Lumber Com- 
pany, Altus, was elected president, 
succeeding Kelly. Paul Leonhard, of 
Chaffin Brothers Lumber Company, 
Oklahoma City, was named vice- 
president succeeding Ralph T. Cur- 
rell, Lawton, and Alfred E. Leon- 


hardt, of the H. E. Leonhardt 
Lumber Company of Oklahoma 
City was re-elected treasurer. 

Directors for the coming year 
include Dale Carter, Tulsa: Glenn 
D. Poarch, Miami; Dave Wilson, 
Muskogee; L. O. Williams. Salli- 
saw; Virge Steger, Durant; Hugh 
Hennen, McAlester; Lou Stuart, 
Sapulpa; Jack Bell, Shawnee; Les 
Sayre, Norman; Fred King, Dun- 
can; L. I. Parks, Lawton; W. K. 
Hicks, Frederick; Todd Boggess, 
Ponca City; and Sy Akard, Enid, 
Honorary directors include Barney 
Stewart, Jr., and L. F. Broderson, 
Oklahoma City. 


AGGRESSIVENESS 


Kentucky association has this 
slant on yards started lately 


Prices on most building ma- 
terials are down. We cannot ex- 
pect the same volume on the same 
number of units as before, but the 
very fact that some dealers are 're- 
porting a drop of as much as 20% 
must mean that there are other 
dealers whose volume is holding up 
or gaining. 

Could it be the new yards started 
since the war? We don’t know the 
answer, but we'll venture a guess 
that in every town where a new 
yard has started it is very aggres- 
sive. Could it be that we are not 
pushing our business as we should? 
Are we still thinking that the busi- 
ness will come to us as it has in 
the past? It’s just possible we 
may be underestimating the cal- 
iber of this new competition. 

Sure, they didn’t have the know- 
how or the ability to operate a yard 
the same as you who have been 
in business for years. But a little 
hard work and intelligent study 
can turn a green management into 
a good operation very quickly. 
Energy, I would say, is the key to 
the whole story, as there is nothing 
about the operation of a retail lum- 
ber business to make it more com- 
plicated than any other business. 
I know dozens of yards, fairly 
new, who are doing the most bus! 
ness in their towns. They had a 
lot to learn, but they are learning 
fast. Maybe you say they are cut- 
ting prices, but are you sure? You 
could be lulling yourself to sleep 
by shrugging them off as price 
cutters when in fact you possibly 
have no idea of the price they made 
on the job they took away from y. 
It’s just possible that they may be 
sitting up with the customer ai 
viving service while you are wait- 








ing for the customer to come I 
and hand you the job. I say “its 
just possible.” 


1950 officers elected at the third annual convention of the Oklahoma Lumbermen’s 
Association, held October 18-19 in Oklahoma City, are left to right: Walter H. Hinton, 
president; Paul Leonhard. vice-president; and Alfred E. Leonhardt, re-elected treasurer. 
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To help you sell more window glass and glazing 
supplies, you'll want some of these new Libbey: 
Owens:Ford folders to hand out. When you see 
a copy, you'll agree it is a great little business- 
builder. Builds good will for you, too. 


In eight easy-to-follow steps, it tells the home- 
owner how to replace broken windowpanes him- 
self, if he can’t bring the sash in to you. You will 
appreciate one step especially. It tells exactly 
how to measure the opening, using a rule or steel 
tape (not a piece of string), and get accurate 
dimensions for you to cut to. 


helps sell other high-profit items also—paint, 
putty, putty knives, glazing points, tools, Builds 
up your sales ticket. . 

Just off the press, a supply of these folders is 
being rushed to your L-O-F distributor. Send the 


coupon to him today for these sales builders. 


In order to provide prompt service to your 
customers, be sure to check your stock and order 
all the sizes you need in Libbey*Owens: Ford 
Window Glass, the glass that is so much easier 
to cut cleanly. 


Libbey -Owens -Ford Glass Company, 44119 
Nicholas Building, Toledo 3, Ohio. 


Besides helping you sell more window glass, it 





LIBBEY: OWENS - FORD 
a Gaeac, (mein GLBSS |--- _ 














IMPORTANT: Mail this coupon to your L-O-F glass distributor 


Please send me 50 copies of the new Libbey-Owens-Ford folder, ‘“‘How To Replace 
Broken Window Glass”. 


HOW 10 REPLACE P TCE / 
BROKEN £ 


WINDOW GLASS 


COMPANY NAME_ 





Use the coupon (Please Print) 


today to get your STREET ADDRESS 





initial supply of 


CITY POSTAL ZONE STATE_ 














these folders! 
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New display room and new 
lines help push sales to a new 
peak for Washington State 
dealer 


NEW DISPLAY ROOM and warehouse 
(above) credited with increasing the 
sales of Lincoln Creek Lumber Co. by 
30 percent. Hardware, paints and impulse 
items (left) were added when the com. 
pany moved into its new quarters one 
mile nearer town. (Below) Manager 
Jack Tedder, left, and Rudy Koehle, 
salesman, meet a new customer. 


TRUCK SHOWN in photograph below, 
has been driven 350,000 miles since it 
was purchased by the Lincoln Creek 
Lumber Co. in 1941. During that time it 
has hauled approximately 40 million feet 
of lumber. Its third new engine was re- 
cently installed. The only body work 
done in that time was the new fenders 
and the paint job recently completed. 


Gusiness Picks Up SOk 


ALES HAVE PICKED up 30 

percent since Lincoln Creek 
Lumber Co. moved into its new 
quarters in Centralia, Wash. a year 
ago. That is the estimate of Rob- 
ert Thompson, owner, and Jack 
Tedder, manager, who added new 
lines of consumer building items 
when they moved a mile nearer 
town to build their new store and 
warehouse. 

Although the display room is of 
modest size (20x40), it is attractive 
and neatly kept. New lines include 
paints, hardware and many im- 
pulse items displayed on open 
shelving accessible to the custo- 
mer. Prices are clearly marked. 

Finished lumber is stored ver- 
tically in the new -warehouse 
(50x100), cross pieces, each nailed 
at specific heights so that lengths 
can be determined at a glance, 
separating the different classifica- 
tions. 

A 40-foot-long lean-to shed has 
been built in the rear of the ware- 
house for shop uses. Equipped with 
a power swing saw, planer and 
drill press, the shop will be used 
for special orders. 

Two flat bed roller trucks are 
used for deliveries within the 40- 
mile trading area served by the 
Lincoln Creek Lumber Co. 
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--- when you handle New Holland Roll Valley 








IN GOOD SUPPLY. . . Order now. New 
Holland Aluminum Roll Valley comes 
.019” thick (26 gauge) ...14”, 20” and 
28” widths . . . continuous coils 10 ft. 
and 50 ft. per carton. A New Holland 
Profit-Product . . . Backed by New 
Holland’s Dealer Profit-Proposition. 
Ask about complete line. See below. 








Op ROOFs. New roofs. Roofs of alu- 
minum, composition, wood shingle. 
It’s all the same to you... 

With New Holland Aluminum 
Roll Valley you’re ready with the 
material everyone likes . . . rust- 
proof... fireproof . . . never needs 
painting . . . goes well with any type 
of roof. 


What’s more, with New Holland 
Aluminum Roll Valley you’re ready 
to roll—with savings for your cus- 
tomers—with profits for yourself. 
For first cost is reasonable —and it’s 
last cost for many, many years. Then, 
too, roll valley is light, inexpensive to 
apply—so pliable it is easily formed 
in valleys and for flashing. 


New HOLLAND ALUMINUM ROOFING 





SIDING...ROOFING ACCESSORIES 


= ft Ma nm 


DEPARTMENT A-119 


MBER MAN & 


Buitpinc p 


IN ADDITION to roll valley, the New 
Holland aluminum line includes: 
3 types of roofing—corrugated, 5-V 
crimp, standing seam; the first two 
available in 3 thicknesses, 7 lengths 
—, 7, 8, 9, 10, 11, 12 feet: weather- 
board siding; also line of accesso- 
rles—fiashing, plain and corrugated 


ridge roll, gambrel roof joints, nails 
with washers. 

Exclusive distributor, Forbes Galva- 
nized Steel Fabrics, east of Miss. 

Get full details—prices, discounts, 
deliveries. Find out how New Hol- 
land helps keep business going all 
the time. Just fill in coupon. 


Am especially interested in—_________ 


RODUCTS MERCHANDISER 


NEW HOLLAND METALS COMPANY, MOUNTVILLE, PA. 


Name 








Company 


Street 











KITCHEN | UNITS 


New Canadian retail store 
with its House of Ideas dis- 
plays builders’ products to 
best advantage 


VERYTHING TO BUILD 

ANYTHING has long been 
the slogan of Summerhayes Lumber, 
Ltd., Brantford, Ontario, Canada. 
Since this spring, however, the 
slogan has taken on new mean- 
ing with the opening of the firm’s 
new retail store. Many of the prod- 
ucts handled are featured in the 
building itself. 


“Bill” Summerhayes, president 
and owner, who has been in the 
construction game since 1908 and 
owner of his own lumber yard since 
1929, wants none of the credit for 
the design and construction of the 
building. That, he insists, should 
go to his son, Frank, who is gen- 
eral manager of the firm. 

The new store is 60’ wide by 
100’ long. It presents a striking 
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HOUSE OF IDEAS is a section devoted to displays of kitchen units, siding 


and roofing, doors on hinges, bathroom accessories and insulation materials, 


Everything to Guild Anything 


appearance, set with the width 
facing the highway. It’s finished 
in 12-inch pine bungalow siding 
with 114” butt, stained a barn red, 
with the trim and the heavy over- 
hanging roof trimmed in white. 

Roof of the building is flat with 
six inches of insulating wool 
packed into it. The part which 
overhangs is finished underneath 
in striated plywood, with the drop 
from the under-roof section to the 
top of the windows finished in etch- 
wood and painted white. 

There are three large window 
areas in the store section. The 
one at the front is 6’ x 12’ and the 
two along the side are 6’ x 8’. Each 
section is broken up into squares 
with the separators trimmed in 
white. 

Near the highway and at right 
angles to the building is the huge 
sign—8’ wide and 15’ high, and 
bedded in concrete. The lettering 
is white on maroon. 

Set into the north wall of the 
store and on one’s right as he 


November 


enters the front door is the order 
desk and general accounting office. 
The counter along the front of this 
section has a linoleum top and is 
beveled back from the counter to 
the door and finished in etchwood. 

Recesses in the counter provide 
space for typewriters and billing 
machines. The general accounting 
office is separated from this section 
by a glass-panelled wall. 


Special Desk Sets Anglewise 

To the right of the general office 
are the offices of “Bill” Summet- 
hayes and his son, Frank. The lat- 
ter has designed a special desk 
which sets anglewise against the 
east wall and permits a complete 
view of the entire outside office. 

In the office of the senior Mr. 
Summerhayes the walls are finished 
in oriental walnut with the drop 
ceiling to wall paneling in plywood. 
His son’s office is in birch with 4 
light mahogany finish. The drop 
from the ceiling to the paneling 8 
Cedar V-joint. 

Ceilings in both offices and the 
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RODUCTS MERCHANDISER 





‘') YOU INCREASE QUALITY 
AND REDUCE COSTS 
wth all three 





ISALKRAFT PRODUCTS 





SISALKRAFT is the best sheath- 
ing paper that money can buy! 
Costs very little more than ordi- 
Mary tar paper ... but it costs 
less to apply it. Use Sisalkraft over 
sheathing . . . as a vapor-barrier 
(FHA-approved) ... under wood 
flooring . . . over sub-fill (under 
concrete slabs) ...under radiant 
heated or concrete floor slabs. 


2. SISALATION Reinforced anes samp” 


At about $25 per 1000 sq. ft., 
Sisalation saves 50% or more, 
compared with other types of in- 
sulation. Sisalation costs less to 
apply. Provides both sidewall in- 
sulation and vapor-barrier (FHA- 
approved). Lining attics with 
Sisalation makes them more liv- 
able and attractive. Highest 
quality construction at low cost! 





3. COPPER ARMORED SISALKRAFT 


For only about 75¢ per window 
Opening, you can get this pure 
copper flashing. Highest quality, 
enduring protection... for flash- 
ing door and window openings, 
foundation damp-coursing, ridge 
roll and other flashing, water- 
proofing shower stalls . . . and 
other flashing uses. 


See Sisalkraft Insert in Sweet's BUILDERS’ File 


Sell all three 


products for 
quality housing 
at low cost 


Se SS SSS SSS SSS eee eeeee 


The SISALKRAFT Co., Dept. AL, 205 W. Wacker Dr., Chicago 6, Ill. 
Please send dealer-prices and sales data. 


Your Name 





Company Name 





Address 





City, Zone & State. 





fesse 
Se eee eee ee eee eee 


The SISALKRAFT Co., Chicago 6 » New York ]7 * San Francisco 5 
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NEW RETAIL STORE for Summerhayes Lumber, Ltd., Brantford, Ontario, Canada. Sign at right is 15 feet high. 


general office are-of perforated tile; 
all office walls are fully insulated. 

An unusual feature is the com- 
pany’s “House of Ideas” which is 
located on the west side of the 
main store. It’s sectionalized or 
departmentalized, with dividers 
coming out of the main wall. The 
entire section is devoted to dis- 
plays of various wallboards and 
their finishes, overhead garage 
door hardware and pyramid posts, 
bathroom cabinets, insulation, 
doors swinging on hinges, asphalt 
roofings and _ kitchen cupboard 
units. 

South of this section, near the 
windows, is the Home Planning 
Section which has proven very 
popular. There are desks, easy 
chairs, plans and plans books, and 
paper and pencils for those seeking 
information on building, repairing 
or remodeling. 

In the showroom is everything 
which the company sells—except 
septic tanks. Ceiling is of check- 


ered tile, painted white. Walls are 
finished in the various types of 
plywood handled, and the drops 
from ceiling to top of wall sections 
are in etch-wood. The entire floor 
is laid out in the varied patterns 
to demonstrate the asphalt tiles 
sold. 


The rest of the showroom has a 
large display of builders’ hardware 
and many island displays. On 
these are plumbing supplies, 
pumps, fencing, boilers, paints, 
wood preservatives, waxes, mirrors 
and garden supplies. 

The showroom is 30’ x 60’, the 
office area is 30’ x 40’ and the 
heated storeroom is 20’ x 30’. The 
rest of the building is unheated 
and is used for storing frames, 
sash, trim, and aluminum mould- 
ings. 

Washroom Has Sales Appeal 
To the left of the office section 


is a washroom utilizing other prod- 
ucts sold. The company likes to 


have the general public use it be- 
cause it has brought many favor- 
able comments and inquiries as to 
costs for similar installations. 

A new warehouse, 60 by 130 
feet, was recently completed and in 
it are stored the finer building 
materials. 

A small covered section is at- 
tached to the main warehouse and 
called the “Bargain Shed.” Here 
the company disposes of odds and 
ends; over $45 worth were sold the 
first day it was opened. 

Management has found _ that 
many duplicate trips can be avoided 
in delivering small pieces of mate- 
rial. Everything in this category 
which leaves the firm’s warehouse 
is banded into a unit and unloaded 
as such. 

The concern is located three 
miles from town and to provide 
recreation facilities for employe 
during the noon hour the basement 
has been made into a recreation 
center. 


CUSTOMER COUNTER, above, is especially attractive and durable, and shows off the etchwood paneling to advantage. Account: 
ing department is behind glass paneling. At right, small pieces of lumber are all banded together before leaving the compaty’ 
warehouse and then delivered as one unit; this has saved many a duplicate trip. 
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now BUY MORE THAN PRICE! 
a ge 8S oe Here's character, texture and ap- 
—j\ 2 : . ° 

“ pearance in this newer member to 
the Atlantic line of proven products 


always accepted with unqualified 
approval. 


100%, even textured Appa- 
lachian Oak carefully kiln 
dried and precision machined 
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“| FLOORING 
ed and in = 
buildieg 100% APPALACHIAN RED AND WHITE 


Abo, in mixed cars, with Appalachian hardwoods, from Your 
HEADQUARTERS FOR HARDWOODS 
THE ATLANTIC LUMBER Co. 


88 BROAD STREET, BOSTON, MASS. 1055 SENECA ST., BUFFALO, N. Y. 
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With this up-to- en ee and vast tree ei White River can be depended 
upon to supply your lumber needs satisfactorily today ... and in the future. 
White River has been satisfying lumber buyers since 1896—and its sustained 
yield program will furnish fine saw logs to maintain production at about the 
present level indefinitely. 





—-) WHITE RIVER LUMBER wistixcron 


SINCE 1896 
6 company* 


Branch of Weyerhaeuser Timber Company 
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Faun Promotiou 


Pulls New Customers 


D EALERS IN FARMING areas 

can look to the Jersey Lum- 
ber Co., Inc., Jerseyville, Ill., for a 
good promotion’ stunt. Last year 
with the heaviest corn crop in 
years being harvested, it was only 
natural for farmers to brag of 
their yields. 

Jersey Lumber Co. decided to 
have a corn contest to promote 
their products. They printed a 
supply of colorful hand bills and 
took a full-page ad in the Jersey 
County Democrat News to an- 
nounce the contest. Twelve cash 
prizes totaling $135 were offered 
the winners. When four seed corn 
companies heard of the contest, 
each came forward with an offer 
of six bushels of top grade seed 
corn to be awarded the winners. 


Entries poured in. Almost 900 
ears of corn were entered by par- 
ticipating farmers. Judging was 
by an instructor in agriculture at 
the high school, a field inspector 
for the Illinois Crop Improvement 
Association on Seed Inspection 
and a high school senior, a promi- 
nent Future Farmer of America. 


Prizes were awarded and the 
corn auctioned off at the Jersey 
Lumber Company’s yard on a Sat- 
urday afternoon. Free refresh- 
ments were an added inducement. 
The best 10 ears and the best 
single ear brought $9. Mrs. George 
Hoffstetter, co-owner of the yard 
with Mr. Hoffstetter, bought 840 
ears at $1.40 per bushel. She do- 
nated the corn to the Abraham 
Lincoln Food train and the money 
realized from the sale was given 
to the local chapter of the Future 
Farmers of America. 


Another corn promotion contest 
is under way this fall by the Jer- 
sey Lumber Co. Results last year 
proved that the promotion brought 
many new customers into the store 
and yard. 


For a complete description of 
the yard layout of the Jersey 
Lumber Co., turn back to your 
American Lumberman issue of 
May 7, 1949. Driveways on either 
side of the office building plus the 
sizeable yard space make it easy 
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Corn contest is magnet for new customers 
in Illinois town . 





for the company’s truck fleet to out along modern merchandising 

operate in the yard area at one lines with a complete line of build- 

time without congestion. The ing materials and equipment ex- 

driveway and yard area totals tending to appliances and plumb- 

202x152. ing. Jerseyville has a_ population 
The interior of the store is laid of 5,000. 





Who Has The Finest Corn? Enter Now 


Jersey _ & 18 Bushels Seed Con 
Lumber Co., Inc. ? ADDED PRIZES 


A Ae TO 
Ree ata t $135.00 Jersey 


CONTEST [34 pes “Show Con 
ele By SAN Awards. 

$135.00 rete 4 “s oz) November 24th- Dec. dt 

IN CASH PRIZES =§ #AW%agY SoSosss 


Corn — 1949 
SECOND BEST 10 EARS FUNK’S “G” HYBRID — Award | Be 
Re ; Corn — 1949 


e gular Flat Grade § 
. THIRD BEST 1@ EARS FUNK'S “G" HYBRID — Award | Be 
us els of Hybri = 
FOURTH BEST 10 EARS FUNK’S “G™ HYBRID — Award | Be 
k Large Roand Grade Seed Core. 
rm C+) ore arn he) FIFTH BEST 10 EARS FUNK’S “G" HYBRID — Award | 
. Regular K. Grade Seed Core — 169. 
SIXTH BEST 10 EARS FUNK’S “G™ HYBRID — Averd | 


= ‘Small Round Grade Seed Corn — 1949. 
For The Best Corn Grown In a gee 


IZE The. Pfiester Seed Corn Company Will Award | 
suas To Enter Bring Your Ten Best Ears Of Corn Tr Bushel of Genuine Pfiester Hybrid Seed Com 
$26.00 SECOND PRIZE 


JERSEY LUMBER CO. — 
° -] “ad Follows: 
$26.00 THD reizE F 


FIRST BEST 1¢ EARS ae HYBRID — Aw 4 - 
6.00 FOURTH PRIZE CONTEST CLOSES THANKSGIVING EVE : aay aay tating 
st SECOND BEST 1¢ EARS oreatars HYBRID cornet 
10.00 FIFTH PRIZE ‘ 1 Bu. Genuine Pfiester Regular Flat (rade Seed Com! 
st WEDNE DAY, NOV 24TH THIRD BEST 10 EARS PFIESTER'S HYBRID saraait 
$5.00 SIXTH PRIZE ad Be. Genuine Pfiester Small Flat Grade Seed Cor — Dad 
FOURTH BEST 1¢ EARS PFIESTER ohare hr ear 
Bu. Genuine Piiester Larre Row wt 
Corn will be judged according to the following Illinois Crop Im- uy i mae 
- = w —_— PFIESTER'S HYBRID CORN 
provement Association Rules: a vrins 


Corn — 0 
- Urusry coex SIXTH ‘Best 1@ EARS PFIESTER’S HYBRID CORN — sews! 
SPECIAL CONTEST FOR THE LONGEST Corn sion will be jodged by comparison on the utility basis. The official ay gehen ane sade Sood Carn — 1 


rn in this division o aie 
a dof the Tilinow Crop Improvement Assocation follows 
AND BEST SINGLE EAR OF CORN sosme cans of to Biasle Gx ae a Limit of One Win Per Exhibiter. — Entries Cae Seven 1 
KERNEL CHARACTERISTICS “10 
$7.50 FIRST PRIZE tured heal sie seaiiy divaya hick, siomn, 
-~ vogh Sone wall One —i tt Such kernels usually have y Will Award 1 Be 
$6.50 SECOND PRIZE (1-1 __iineeeenin? palm mere ety ney Aan 
are produce i 
$4.50 THIRD PRIZE x * ‘ : 10 of Burris Hybrid Corn in the Show as Follows: 
pan os ae ievat cttae Fiust BEST 1¢ EARS BURRIS HYBRID CORK — Agu 1 
$3.50 FOURTH PRIZE , Sich"eary poste haber Daria Large Plat Grate Sed Corn — 908 
ave no luster emu BEST 10 EARS BURRIS wveniD Com — oa 
$2.50 FIFTH PRIZE ahaa 1° Be. Genaine Berria Regular Flat Grade =a 
31 Many ears which have pi. slightly pink, Grown or shredded shank attachments THIRD BEST 10 EARS BURRIS HYBRID CORM — deed 


ly such eare have erwise good “ Core — 1900. 
any of the shove sym Taptome ane Sound tee our ec Gensine Barris Small - 





yeart | 
FOURTH BEST RRIS HYBRID CORN — * 
ments intact, just as the car was Gane 0 Gane oe = 
‘the nk Any effort to trim out of alter the shank appearance Gensine Barrie 
sample from competition.) 


ward 
WINNERS WILL BE ANNOUNCED AT THE INDENTATION FIFTH DEST 10 EARS BURRIS HYBRID COS on™ 


Lerge 
with distinctly rough, chaffy indentations are frequently imgertectiy 1D CORN — Awet 1D 
cored te.the presence of desase. Very rough indentation ws objertion- corr per ig tans HUE 798 
JERSEY LUMBER CO cin tee mate toe. Pus one OO 
s TP + 4 EARS . 


‘The tips of ears should be bright and free from “weathering” ap PR pps Eatrinw Clase Neves 3 
SATURDAY DEC. 4TH Tee “\peheaennnih 
+ 5 aiid ae - 
AT 3 a 
. le by the State and Grain 


COLO! eccegprocccces eos — 
ALL CORN ENTERED WILL BE AUCTIONED et ea ht oa NextWed nesday 


OFF AFTER WINNERS ARE ANNOUNCED GENAil care inne samsplos should be 


ace mae 
AND PROCEEDS DONATED To THE | "*E20x, "20x Useate EPeroat ia aia ot cachenaa a THANKSGIVING EVE 


FUTURE FARMERS OF AMERICA. * Minimum length Northern section 8% inches. Central and Southern Section, 


ALL ENTRIES SHOULD BE TIED WITH ADVISORY COMMITTEE: C. T. Kibler At 
TWINE AND LABELED WITH THE Spencer Powell ov s 
OWNER'S NAME. Sion Serkvete 


SPONSORED BY 


JERSEY LUMBER CO.., it 
“Coerything To Build Anything” 


PROMOTION was sparked with large newspaper display ads and colored fliers. 
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TOP QUALITY 


BIRCH PLYWOOD- 
BIRCH VENEER 


also BIRCH LUMBER 


BIRCH PLYWOOD* 
Carload Prices Per M Sq. Ft. 


All Birch Plywood phenolic glued with 1I/14'' faces and 1/14'' backs 
on all 3/16'' thicknesses and thicker. Meets Standard CS 35-47 Bureau 
of Standards Specifications. 


V/,"" A-3 Grade 3/16" A-3 Grade Vg"" A-3 Grade 
GE occ. ME ceca 3150 4... $140 
ee i on OW ws. OE 
Sree ee ee ee 107 
ee ee Sew .3.5 ce i. eee 100 

V4" 2-3 Grade 3/16" 2-3 Grade Vg" 2-3 Grade 
eer $148 = 4'x8" Sa?) HD occ $113 
ee i eee a eee 97 
ee : eee a ae 86 
4'x5' a. | eee a ee 82 


*Other thicknesses in Birch Plywood at proportionately low prices. 


BIRCH PLYWOOD 
Cut to Your Specifications 


Prices on sizes and thickness you may require can be judged by these 


examples. Price per M sq. ft. 

Size Grade Size Grad 
3/16""—24"" x 36!/2"".... A-3 $120 3/16"—13 1/3" x 19 1/3"' 2-3 $ 94 
3/16''—29!/."" x 33"... A-3 125 1/4""—15'14"" x 18'/"".. A-3 151 
3/16"—2114,"" x 40"..... 2-3 94 1/4""—33'/.""" x 56l4"".. A-3 166 

BIRCH VENEER 
We can furnish Birch Veneer stock in your specifications: All well 


manufactured, smooth cut, uniform thickness dried to between 6-8% 
moisture content, trimmed square to end grain. 


Carload Price per M sq. ft. ‘Rotary Cut"’ 


1/20" thick 86" long........ $23.25 1/16'' thick 86'' long........ $28.75 
1/20'' thick 98"' long........ 27.25 1/8" thick 86'' long........ 55.13 
Sarload Price pe M sq. ft. ‘''Sliced" 

Oe” TGR o.ccscposenaseen $53 0 1/8" . Pea $73.00 
BIRCH DOOR PANELS 
Prices Effective as of November 5, 1949 

Per M Per M 
| 8" No. | Panel........ $123.00 3/16"' No. | Panel.. .$135.00 
I 8" No. 2 Panel........ 110.00 3/16'"' No. 2 Panel........ 122.00 
1/8" No. 3 Panel........ 97.50 3/16'' No. 3 Panel..... 109.00 


These prices cover up to and include 
sizes 36!/2'' x 80!/2". 


Add $5.00 per M for 84!/2'' lengths. 
ALL PRICES F.O.B. MILL, DUTY PAID. 
Prices Subject to Change Without Notice. 


W. R. BRAUND CO. 


214 WABEEK BUILDING 
BIRMINGHAM, MICHIGAN 
TWX Birmingham, Mich. 500 


U Mill Reps. for BELLERIVE VENEER & PLYWOODS, LTD. 
and PANNILL VENEER CO., LTD. 


Phone 5022 
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Yes sir - it stays entirely within the garage all the 
way up! and opens with but a slight push! No stoop- 
ing, no tugging, no skinned shins. Sleet and snow 
cannot hamper operation. 
with over 30 years experience in the field. Years a- 
head in design but sold at no higher price than 


ordinary doors. 


“overhead”. Simple, strong, will last for years and 


years. 


Seud for full details and 
FREE demonstrator offer / 


ESSENTIAL PRODUCTS CORP. 
1127 Madison St., LITTLE CHUTE, WIS. 


Please send us more information and demonstrator offer. 


FIRM 





Engineered by experts 


Easily installed; requires but 1” 


Date 
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CITY & STATE. 
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The writer once had an 


FIRST-CLASS uncle who was a remark 
SALESMANSHIP able salesman. Nobody 

could get customers more 
steamed up over bigger orders. Unfortunately, cus- 
tomers —like steam engines—blow up under too 
much pressure. The same skills that sold these cus- 
tomers, unsold them! 

To put it tersely, this Master of Salesmanship — 
who for many years came in with astounding orders 
— developed one failing the older he got. He couldn’t 
stop talking. He knew his product too well — got so 
wound up in convincing his customer of its advan- 
tages, he failed to note, as he had in earlier years, 
when the customer was sold ... kept on talking ’til 
he talked himself out of the order. 

How about you? Are you careful to watch the 
customer’s every mood, expression and gesture for 
signs of capitulation—or signs of too much pres- 
sure? Do you merely look at him while you’re talk- 
ing — or do you really see him —so you can jump in 
with the contract and stop talking at the crucial 
moment? 

Too much pressure can infuriate a man when he’s 
about to sign, change his mind altogether — no matter 
how much he wants a product. It’s happened, many 
times. Remember, he may still want the product — 
but not from you. 


MACHINE-GUN 
REASONING 


Far too many salesmen an- 
tagonize hot prospects on the 
point of signing by insisting 
on doing their thinking for 
them. Result: No sales. Most people know their own 
needs better than you do—prefer to do their own 
thinking — become highly insulted at having someone 
else do all their addition for them. 

Add up the main points of your story for your cus- 
tomers — but leave something to their imaginations 
and intellects. Either by inferring certain points and 
letting the customer make the obvious deductions. 
Or by holding back certain points until the sale gets 
hot, then letting them come out in answer to the cus- 
tomer’s questions. 

Both techniques make the customer feel foxy, build 
up his prestige in his own eyes. Have you ever met 
anyone in business yet who didn’t think he was astute 
—or smarter than the other guy? There are times 
when it pays to be dumb in business — vocally and 
intellectually — instead of mowing down the other 
fellow’s ego and self-respect like a machine gun, with 
your own reasoning. 


SHE WON'T 
DANCE 


One of the things . you’ve 
seen in these columns before 
is the Ladies’ Home Journal 
slogan, Never Underestimate 
the power of a Woman! There’s sales dynamite in 
those seven words. The dealer who is shrewd enough 
to use it, will outsell his competitors who don’t, every 
time. 





by Norm Advertising, Inc. 
New York, N. Y. 
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It takes an understanding of women to sell women 
on your products though — and one of the worst mis. 
takes in the book you can make is to size them up 
and treat them like men. A woman’s mind just doesn’t 
work like a man’s ... as you well know, if you're 
married. 

Step on her toes and she won’t dance. Be as graceful 
as possible, and make it as easy and pleasant for her 
as possible — and she’ll follow you — on the ballroom 
floor or the salesroom floor! 

In dealing with women, never forget one thing: 
what passes for ordinary courtesy among men-on-the- 
job, often seems discourteous and abrupt to women. 
The reason is that most women aren’t under the daily 
pressure of many business appointments, constant 
telephone interruptions and the need to make time 
pay — do not, therefore, understand business courtesy. 


WALTZ ME AROUND, 
WILLIE 


Try these hit tunes to 
get full cooperation from 
the little woman who's 
blocking the deal. Al- 
ways treat her with social courtesy as you would one 
of your wife’s friends in your own home, rather than 
with the business courtesy you would accord a man. 

Don’t rush her off her feet. She may love it in 
courtship — but nothing makes her more suspicious 
in business! Because business and major investments 
are not the kind of transactions she’s used to, and 
she knows it. The harder you push, the more time 
she wants to think it over. The more time you spend 
putting her at ease at the outset, the more time and 
sales you’ll make in the end! Try it. 

Also, always keep in the forefront of your mind 
this fact: women do not want paint, insulation or any 
other product for the same reasons men do. There- 
fore, don’t plunge into the sales talk that has sold 
many a husband on a given product or job. Try to 
feel out each woman’s mind before you attempt to 
sell her. 

Find out what her needs and tastes are — why she 
wants to buy your product and what makes her hes!- 
tate. And just because she seems open to suggestion, 
don’t be too sure. Many times women don’t say much 
because they’re not used to expressing their doubts 
and questions as directly as a man. 


Women are much more il 
fluenced by emotional 4- 
peals in buying and making 
decisions than men. By care 
ful questioning and observation, find out what kind 
of emotions are guiding your prospect in her choice of 
your materials or consideration of a job. ; 

Is it love of a certain color? Or irrational prejudice 
against a certain improvement she herself is uncol 
scious of? Is the desire for prestige and “something 
better” behind her outward motive and reasons fot 
buying? If it is and you know these things and ap 
peal to them, you have a much better chance of selling 
her; on selling her husband to sign. Never Under 
estimate the power of a Woman! 


THIS MAKES 
YOU CLICK 
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Widalilt 


the 100°), concealed sash balance 

















OW you can sell Hidalift — the 


modern, 100% concealed sash bal- 
ance — with the type of attaching 


bracket best suited to your customers’ 
individual requirements. The new “L’ 
type hinged bracket can be installed o- 
removed with sash in frame. Simplifies 
installations with weatherstripping. For 
installation with sash removed from: 
frame you can sell the cup type attach- 
ing bracket. Either type can be adjusted 
without removing the sash from frame. 
Mail.coupon below for complete infor- 
mation, prices or samples on Hidalift. 





rs 





HIDALIFT DIVISION, THE TURNER & SEYMOUR MFG. CO. 
TORRINGTON, CONNECTICUT 


Gentlemen: 


- Send complete literature and prices on Hidalift 


C) Send sample. () Cup type: 0 "L” type 
0 a ey ore ee cee 
: ee Ay may en Lie eter 
as City. Zone State. . 
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Products .... Sales Aids .... Literature 


SEND FOR THESE: 





How glass may filter daylight to 
bar out rays that tire the eyes and 
carry heat, is told in picture and dia- 
gram in a new folder on “Blue Ridge 
Aklo Glass.” Aklo, used in many 
large new factory buildings to ex- 
clude solar heat and provide easier, 
better seeing, is a soft, eye-resting 
blue-green color much like the color 
of better quality sun glasses. To ob- 
tain diffusion of daylight it is gen- 
erally frosted. Write Libbey-Owens- 
Ford Glass Company, Dept. AL, Nich- 
olas Building, Toledo 3, Ohio. 


“Living With Formica,’ a new 
color motion picture illustrating 
what Formica is, how it is made 
and where it is used, is now offered 
for free showing before interested 
groups through 12 company sales 
offices in the United States and 
Canada. The film covers the manu- 
facture of the decorative plastic 
laminate known as Formica, as well 
as its wide range of uses through- 
out homes, business places and 
public buildings. Running time is 25 
minutes. Write The Formica Co., 
Dept. AL, 4600 Spring Grove Ave., 
Cincinnati 32, Ohio. 


Electrical space heaters, Heetaire 
models for every room in the house 
—farm and factory, service stations 
and crane cabs, roadside stands and 
offices—are featured in a 12-page 
booklet. A list of five variables to 
be considered when selecting an 
electrical space heater is included. 
These are: the size of the room, the 
exposure of the room, the type of 
room, the climate of the area, and 
purpose for which the heater is in- 
tended. Simple charts and formulae 
enable even the buyer to approximate 
closely the wattage and type of 
heater necessary for ordinary heating 
jobs. Write Markel Electric Products, 
Inc., Dept. AL, Buffalo 3, N. Y. 


Architect’s specifications, construc- 
tion details, dimensions, and other in- 
formation concerning the new Am- 
weld steel doors, frames, and sliding 
closet units are featured in an illus- 
trated 8-page folder. Flush-type 1%” 
doors are made in both single and 
double-swing styles. Single - swing 
doors are available in 16”, to 370”. 
The double-swing doors are all made 
in a standard 2’6” width. Height of 
both is 68”. Doors 1%” thick are 
made in single-swing only, in widths 
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from 2’0” to 3’0” and both 6’8” and 
70” heights. Door frames are made 
for use with masonry, wood stud, and 
solid or hollow plaster wall construc- 
tion. A separate bulletin is available 
on the Amweld packaged sliding 
closet door units. Write the Building 
Products Division of The American 
Welding and Manufacturing Com- 
pany, Dept. AL, Warren, Ohio. 


“The Inside Story”, a new con- 
sumer folder describes and illustrates 
maximum heating comfort with 
minimum gas consumption. Printed 
in three colors and of 3% in. by 6 in. 
size, the new folder No. 556 has 
been specifically prepared for distri- 
bution to heating contractors, gas 
companies and other boiler dealers 
who, after imprinting, desire to 
stimulate gas boiler sales through 
envelope stuffer distribution. Write 
The National Radiator Co., Dept. AL, 


Johnstown, Pa. 


Practical information about types 
of heating units and how they can 
be applied to specific farm operations 
is contained in a 10-page- booklet, 
How To Apply Electric Heating on 
the Farm. The advantages of electric 
heating over other types are briefly 
discussed, and descriptive information 
for each type of heating unit is 
included. Particular attention is 
given to the electric water heater 
due to the growing need for hot 
water in dairy farming. The chart 
opposite page 6 will serve as a simple 
guide in the selection of the proper 
heating equipment for various farm 
jobs. The booklet will be useful to 
farm dealers, distributor salesmen, 
farm specialists, Vo-Ag_ teachers, 
local extension supervisors, and 
farmers. For a copy of B-4156, write 
Westinghouse Electric Corporation, 
Dept. AL, Box 868, Pittsburgh 30, Pa. 


"Tutch Latch" for Interior 
of Wood Cabinets 


National Tutch Latch, described 
as a new innovation in cabinet 
hardware, is easily applied to the 
interior of wood cabinets. It opens 
cabinet doors with the gentle touch 
of finger, wrist or elbow, and when 
the door is closed, Tutch Latch 
holds it securely. Beauty, con- 
venience and low cost are an- 
nounced as_ special features of 
Tutch Latch. National Lock Com- 
pany makes the latch available on 
a small-investment basis with a 
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packaged shipment that includes 
four dozen latches and a free mip. 
iature counter demonstration unit. 
Each Tutch Latch is contained in- 
dividually in an attractive printed 
envelope. Write National Lock 
Company, Dept. AL, Rockford, Ill, 


Sealer Prevents Costly 
Loss from End Checking 


The tremendous waste due to 
end checked lumber is said to be 
overcome by No. 464-A Lumber 
Sealing Compound. This product is 
a black, heavy bodied material 


recommended for use as. received, 
although it may be thinned with 
petroleum solvents or turpentine. 
The compound is applied by spray- 
ing, brushing or end-dipping, but 
the most popular application 
method is with a spray gun that 
will handle heavy bodied materials. 
The 464-A sealing compound has 
been used in the lumber industry 
for more than three years. Write 
The Akron Paint and Varnish Co. 
Dept. AL, Akron, Ohio. 


New 6" Bench Grinders 


Two new 6” Bench Grinders 
have been added to the Signal line 
of electrical products. These vel 
satile machines will tackle many 
jobs—grinding, sanding, buffing or 
polishing. They come equipped 
with 2 long-wearing carborundum 
wheels 6”x34” (one fine and one 
coarse). Shaft is threaded to take 
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IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


%& MOULDINGS 

je FRAMES 

% CUT STOCK 

% CUT-TO-LENGTH 
TRIMS 


— Sales Office — 
449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 
SPOKANE, WASHINGTON 
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Northwest Timber Company Mill at Gibbs, Idaho. 


PACK RIVER SALES COMPANY 


Pack River Lumber Co., Sandpoint, Idaho a 
Representing [ Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 
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A 3-FOLD SERVICE 
for Buyers 


1. Millwork from modern remanufacturing plants located 
in the heart of the Ponderosa Pine region, particularly 
packaged trim, inside docr jambs, standard lineal 
mouldings, furniture dimensions and other specialty 
items. 





2. Firpine-manufactured lumber, mouldings and cut-stock from our 
lumber operation. 


3. Wholesale Service in practically everything in Western Soft- 
woods. 


Put your needs up to Firpine. 


OUR MOTTO: "If It's Made of Wood, We Sell It." 


Propucts COMPANY 


525 CORBETT BUILDING—PORTLAND 4, OREGON 






R. A. Holmes 
C. F. Mimnaugh 
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Jacobs %” chuck, or for attaching 
wire buffing wheels, sanding discs, 
polishing boots and other attach- 
ments. Two-piece tool rests are in- 
clinable and adjustable for various 
grinding angles and to compensate 
for wheel wear. Laminated, safety 
glass eye shields are available as 
an accessory. Signal’s new 6” 
Bench Grinders are available in 
two models. Write Signal Electric 
Mfg. Company, Dept. AL, Menomi- 
nee, Mich. 


“Nu-Wall" Bonding Plaster 


Nu-Wall, a permanent bonding 
plaster, restores old walls and 
bonds tight to a new dry wall. It 
eliminates time, trouble and ex- 
pense of knocking down old plaster 
or removing wood trim; bonds per- 
manently to cracked, chipped or 
painted walls, Spanish plaster, 
glazed tile, smoothest concrete, 
brick, fibre board, wallboard, and 
insulation board. A one-coat tex- 
tured finish in itself, Nu-Wall 
takes all regular plaster finishes. 
It quickly modernizes Spanish or 
textured walls. Simply trowel one 
coat over the old plaster. After it 
dries, any regular plaster finish 
may be applied over Nu-Wall in 
preparation for paint or wall- 


paper. Descriptive literature is 
available. Write Nu-Wall Mfg. 
Company, Dept. AL, 929 N. 19th 
St., Milwaukee 3, Wis. 


The Metal Roof 
That "Flows On" 


Abesto Manufacturing Corp., 
announces a new double-action roof 
surfacing material for roof insula- 
tion and protection known as 
Abesto Fiberated Lumiclad. The 
manufacturer describes it as the 
“Metal Roof That Spreads On.” 
The product is a thick, creamy 
liquid of aluminum flakes bound 
to fine asbestos fibers by a water- 
proofing base and held in suspen- 


sion by the company’s special 
suspension booster, Viscroid. It js 
well known in the roofing field tha 
an unprotected roof will not on} 
burn-out and lose its water-proof 
qualities, but it absorbs the hea 
rays of the sun and _ transmit; 
them to the interior of the build. 
ing. Lumiclad’s silver color aets 
as a reflector of heat rays causing 
the sun to literally bounce off the 
building leaving the interior space 
directly under the roof as much 
as 10 to 20° cooler than the sam 
interior space of a building coverei 
by a black roof. Because the m. 
terial remains silver-colored all the 
way through, a reflective insulation 
on the under side of the coating 
tends to hold the heat in the build. 
ing during the winter time. The 





DON’T CARRY IT— 


CONVEY IT 


Cut handling costs— 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 


Bulletin No. AL-119. ait 


a, 
le 


ANN 
wh = MUR | 
Nee 
A) : 

a! : 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


‘ 


Write for Facts About 
& 


FLOOR CONDITIONING MACHINES 
for Sales and Rentals 
RED DEVIL TOOLS, IRVINGTON 11,N. J., U.S.A. 


CONVEYORS 
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gne asbestos fiber adds its own 
‘nsulation value to the entire sur- 
face. Lumiclad may be applied by 
brush or power spray equipment. 
Write Abesto Manufacturing Corp., 
Dept. AL Michigan, Ind. 


New Flush-Panel Streamline 
Garage Door 

The new Capitol Flush Panel, 
streamline taper seal door is re- 
ported by the manufacturer to have 
every feature of engineering supe- 
riority used in the manufacture 
of fine garage doors. The flush 
panels are electrically bonded to 
the frame to insure rigidity and 
to prevent warpage and distortion. 
The exterior fir panels are glued to 
both sides of the door frame with 


absolutely water-proof glue and are 
held under tremendous applied 
pressure in the new High Fre- 
quency Heating Unit until the 
glue is firmly set. All track rollers 
and sheave wheels are equipped 
with full ball bearings to furnish 
maximum strength, easier operation 
and long free-rolling service. Hard- 
ware is of first quality. For 
descriptive literature write Capitol 
Products, Dept. AL, 118 S. Third 
St., Springfield; Ill. 


Complete System of 
Solid Copper Flashing 


A complete system of solid cop- 
per flashing for masonry construc- 
tion has been added to the sheet 
copper products already available 
from Revere Copper and Brass 
Incorporated. The new system con- 
sists of Revere-Keystone Thru 
Wall Flashing, Revere Simplex 
Reglet and Reglet Insert Flashing, 
and Revere-Keystone Vertical Rib 
Siding. Chief feature of Revere- 
Keystone Thru Wall Flashing is 
Its provisions for a positive me- 
chanical bond in every direction 
In the mortar bed, thus assuring 
economical and permanent protec- 
lion against seepage and leaks at 





There’s no doubt about the 
result when this “one man 
fire department” goes into 
action. “They are worth 
their weight in gold”. These 
are some of the praises 
firemen write us about 
INDIAN FIRE PUMPS. They 
are the leading hand 
extinguishers for fighting 
Class A fires according 
to fire departments and 
foresters. Ask one of these 
men who have used them. 
“Water, wetting” agents 

_ work best in INDIANS and 
do not harm the tank. 


i 


ate 


ce adil = ame 


Now is a good time to be 
amply pea 

Available with Armco zinc grip steel tanks 
lined with’ asphaltic base paint or with 
solid brass or chrome plated tanks. Send 
for catalog describing these famous back 


pack 5. 
se uk. 


435 Brannan Street 
San Francisco 7, California 
Roy G. Davis Company 
617 East Third Street 
Los Angeles, California 


sure you are 


ied with INDIAN FIRE PUMPS. 


Fred E. Barnett Company 
2005 S. E. 8th Ave. 
Portiand, Oregon 


Wed &. Barnett Sm ue 
Klomath Fal. Oregon 





Put the 
INDIAN 
Sign on 
Every Fire! 





D. B. SMITH & CO. 406 Main St. Utica 2, N. Y. 


PACIFIC COAST BRANCHES: 
Hercules Equipment & Rubber Co., Inc. 


Mill & Mine Supply, Inc. 
2700 Fourth Avenue South 
Seattle, Washington 

. Curtis & Sons 


L.N 
426 West Third Street South 


Salt Lake City, Utah 


CANADIAN AGENTS: 
. Limited Duke Equi Company, Limited 
110 Alouander Street ¥ 297 Duke Street 
Vancouver, B. C., Canada Montreal 3, 


ACHINES 
als 
I. J., U.S.A. 


copings, | irapets, belt courses, sills, 
spandrel facings and other masonry 
units. Made from both 10-ounce 
TMBER MAN & 
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and 16-ounce copper, Revere-Key- 
stone Thru Wall Flashing is fur- 
nished in sheets of the width 
required and in standard lengths 
of 42 inches which allow for a 
two-inch overlap. The Revere Sim- 
plex Reglet, a simple, practical] 
receiving device for securing flash- 
ings in concrete, and Reglet Insert 
Flashing have been added to the 
weatherproofing system for span- 
drel waterproofing with solid cop- 
per at costs comparable to or less 
than mopped-on’ waterproofing. 
Completing the system is Revere- 
Keystone Vertical Rib Siding for 
weatherproofing high parapet walls, 
penthouses, and other similar struc- 
tures. The ribs permit a locking 
overlap where joints must be made, 
eliminating the need for soldering 
in many cases. The ribs on this 
new siding also stiffen the material 
considerably, obviating the need 
for heavier, more expensive gauge 
of copper. Write Revere Copper 
and Brass Inc., Dept. AL, 239 
Park Ave., New York 17, N. Y. 


Improved Van-Packer Chimney 


The Van-Packer Corporation an- 
nounces a new lightweight chim- 
ney—so light it fioats. Listed by 
Underwriters’ Laboratories for all 
residential construction and with 
any fuel. Meets FHA minimum 
requirements and is acceptable to 
the National Building Code. It is 
shipped complete and installed in 
four man hours or less. All chimney 














WATER 
HEATER 


FURNACE 
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accessories and instructions are 
included for the entire installation. 
It has a permanent refractory: 
chimney tile lining surrounded with 
a lightweight, but strong, insulat- 
ing wall. Heat transfer is less than 
one-half the heat transferred 
through a brick chimney wall. The 
cost is reported 10% to 30% less 
than brick. Write The Van-Packer 
Corporation, Dept. AL, 135 S&S. 
La Salle St., Chicago 3, Ill. 


New Low Cost Automatic 
Washer , 

A new streamlined version of 
the Laundromat automatic washer, 
the RL-1, is described as a com- 
panion to the deluxe Laundromat. 
The new RL-1 is designed to be 
bolted down for permanent instal- 


lation, nevertheless, it has the 
identical washing cycle and self- 
cleaning action as the deluxe mod- 
el. The new model has the same 
Single-Dial control which selects 
washing time and water tempera- 
ture with one setting. The ma- 
chine is entirely automatic. Write 
Westinghouse Electric Corporation, 
Dept. AL, Mansfield, Ohio. 


U. S. Gypsum Gives Texolite 
"Motion" Promotion 


A colorful lithographed motion 
display and a floor stand featuring 
a glamorous life size paint buyer 
spearhead a new point of sale 
display campaign for U. S. Gypsum 
Co’s Texolite, “the new kind of 
paint”. In the motion display the 
man’s arm swings rhythmically as 
he applies Texolite to the wall. 
Motion is supplied by a plug-in 
solonoid. The three dimension dis- 
play introduces a color harmony 
element in the Texolite promotion 
The color of the fabric in the 
woman’s hands harmonizes with 
the Texolite color being applied 


November 


to the wall. In the three dime. 
sion floor stand which is ruggej 
enough to hold many full cans o 
Texolite, the life size figure 
a trim 5’ 2” beauty. The Texolit 
color chips she is holding are par 
of the lithographed display. Th 
stand is 35” high. Can of Texolite 
in the photo is genuine, not : 
reproduction. Write United State 
Gypsum Co., Dept. AL, 300 VW. 
Adams St., Chicago, IIl. 


Exclusive Features Highlight 
New Intercom Line 


Automatic audio-visual signalling 
is featured as an important inno 
vation in the new intercommu- 
cation equipment by Executone 
Inc. Called Chime-Matic signalling 
this new feature is said to simplif 
and speed call origination. Pressii 
any button automatically announce 
the call at the station selected )% 
means of a modulated chime a 


ACCOUNTING 


SECRETARY 


signal light. There is no need f 
the caller to press the talk bar," 
to announce himself . . . or for t 
individual being called to “matt 
buttons” with the station callint 
Chime-Matic signalling establishes 
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SAVE TIME AND MONEY | _HERE’s WHY THEY USE 


Buy from a Single Source ZEGERS 
i FRANTZ Cuira-aceal 


GUARANTEED BUILDERS HARDWARE E : eter 1:11, F Bate), | 
a ee METAL WEATHERSTRIP e SASH BALANCE 


* 


MILLWORK MFR.—Cary Lumber Company, Durham, 
N. C.: “Our men easily install Dura-seal in six minutes 
per unit. That, plus the fact that both the weather. 
stripping and sash balances can be applied to the 
K.D. frames and then the equipped frames shipped 
K.D., means more profit to us.” 


SASH AND DOOR JOBBER—Chicago and Riverdale 
Lumber Co., Chicago, Ill.: “We like Dura-seal because 
we can use it in stock plank frames and stock sash.” 


RETAIL LUMBER DEALER—I/Independent Lumber Co., 
Grand Junction, Colo.: “Dura-seal is just what our 
ding are part builders want. They like the combination of weather- 
display. Th stripping and sash balances all in one unit, and as 

3 : RY Doc this unit provides trouble-free operation, we have 
n of Texolit happy, satisfied customers.” 
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BUILDER—Roger Givens, Oklahoma City, Okla.: ‘We 
are using over 10,000 Zegers units in our present 
project because we can offer our customers complete 
weather protection, easy window operation and win- 
dow beauty at the lowest possible cost.” 


PREFABRICATOR OF HOMES — Knox Corporation, 


Pp , . 2 Thomson, Ga.: “The ease of operation of our Dura-seal 
rominent in the Frantz line of Guaranteed equipped windows is a fine selling feature for our 


Builder’s Hardware is a complete range of sizes homes.” 

and types of high quality Butt Hinges, in both The above statements give a few of the many reasons why 
Plated and bright finishes .. . sturdy strap and tee Zegers Dura-seal moves fast! It will pay you in greater customer 
Hinges... ingenious Hasps and similar items. satisfaction and higher profits per window to start using Dura- 
You'll find it both convenient and profitable seal Combination Metal Weatherstrip and Sash Balance now. 


to select all your Builder’s Hardware require- Builders . . . see your lumber dealer! Lumber Dealers . . . 
ments from the complete Frantz line. see your distributor! Millwork Mfrs., Sash and Door Job- 
bers, Prefabricators . . . send coupon for new No. 49 catalog! 





ZEGERS INCORPORATED, 8088 South Chicago Avenue, Chicago 17, Ill. 


: Send new catalog 49 
is no need ft a 
he talk bar, ® Ba 


_ or for the FIRM NAME 
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contact seconds faster. This is said 
to improve executive control, help 
increase productivity and reduce 
operating costs. New electronic 
voiee circuits in this new com- 
munication are engineered to give 
“selective sensitivity”. Their func- 
tion is to “frame” the human 
voice, making voices easily recog- 
nizable. Also highlighted in the 
new circuits is the automatic 
“blanking impluse”’, which auto- 
matically eliminates for the first 
time the annoying electronic “key 
clicks” usually associated with 
intercom. For descriptive litera- 
ture write Executone, Inc., Dept. 
AL, 415 Lexington Ave., New York 
is me Be 


Counter Display for New 
Framing Anchors 


Dealers can demonstrate the use 
of framing anchors with a new 
counter display consisting of two 
sections of a full-sized 2 x 6 ar- 
ranged to show how the anchors 
save labor and material in joining 
joists to headers which is one of 
their many applications. The dis- 
play section, equipped with two 
full-sized Trip-L-Grip anchors, is 
accompanied by a large backup dis- 
play card which tells how the new 
anchors strengthen a structure and 


save on the tedious labor generally 
required to do a top-notch framing 
job. The display card contains 
pockets for two folders which il- 
lustrate the framing points for 
which the anchors were especially 
designed. Write Timber Engineer- 
ing Company, Dept. AL, 1319-18th 
St. N.W., Washington, D. C. 
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Kwikset Locksets 

This No. 200 inside passage set, 
for use on all interior doors, is one 
of several cleanly styled lock- 


‘sets designed by Kwikset Locks, 


Inc. Deadlatch is optional on all 
locksets illustrated in a_ special 
folder, and all of the sets are avail- 
able in the following finishes or 
their combinations: U. 8.3... 


polished brass, U. S. 4 
brass, U. S. 10 
U. S. 26 polished chrome, 
U. S. 26 ... satin chrome. Sturdily 
built, Kwikset lock parts are of 
brass stampings or pressure cast 
from Zamak No. 5—the same kind 
of tough, high-test alloy used for 
precision tools, calculator parts, 
and many other precision products. 
Material and workmanship are un- 
conditionally guaranteed. Kwikset 
locksets are available for homes 
and large-scale residential projects. 
Write Kwikset Locks, Inc., Dept. 
AL, Anaheim, Calif. ; 


satin 
. satin bronze, 


"Arlon", a New 
Flooring Product 


A new flooring product—a 
resilient plastic asphalt tile called 
Arlon is reported to combine a 
completely different monochromatic 
concept of coloring with high re- 
sistance to oils, greases, fats, alkali, 
and wear. It was developed to 
meet demand for a distinctive 
flooring material that combines the 
richness of plain colors with the 
practical features of marbleized 
patterns. It is made in eleven 
shades: Nougat White, Mineral 
Gray, Regimental Blue, Arizona 
Tan, Briar Brown, Carol Beige, 
Mulberry Rose, Buckskin Taupe, 
Polo Green, Honey Yellow, and 
Oxheart Red. The pastels and 
muted tones of the patterns are 
blended to eliminate sharp con- 
trasts and to give soft coloration. 
Each pattern has a base color 
with which a slightly lighter and 
a slightly darker tone are combined 
to provide an almost plain color 
effect. The variation in tones helps 
to conceal footprints and marks 
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which would be immediately notice. 
able on a plain color floor. Write 
Armstrong Cork Company, Dept, 
AL, Lancaster, Pa. 


Saw Attachment for 
Electric Drills 


The Arco-Saw fits any 14” ele. 
trie drill; depth of cut 114”—¢ut 
2x4, if cut fram two sides. The 
Arco-Saw is a right angle gea 
drive unit (not a direct drive): 
brings drill behind the saw int) 
right position for easy handling. 
“Hycarbon” blade made of temp. 
ered tool steel, hand filed, is jp. 
cluded. All parts are guaranteed, 
The saw makes a well balanced 
rugged tool that can be operated 
with one hand, according to the 
manufacturer. Special features are 
safety-yoke that connects drill 
permanently to saw unit; light- 


weight, strong aluminum _ alloy 
casting; precision gear box; self 
lubricating oilite bearings. Write 
Arrow Metal Products Co., Dept. 
AL, 140 W. Broadway, New York 
18, N. Y. 


Ventilator Display Board 


A new ventilator display boar! 
is available to Carey customers W 
help promote Miami-Carey kitchen 
ventilators at the point-of-sale. The 
unit is ideal as a window/countel 
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guaranteed, 
11 balanced 


be operated @ THERE is no finer door for farm 
ling to the 


reatureniam “ and rural use. Raynor Wood-Sectional 

nects drill ~ Up and Over Door, equipped with Raynor 

unit; light- *“" weather-tite Graduated Seal, lends neat attractiveness 
to the completed installation, It is a door with a proven 
reputation for smooth, easy operation at a moderate cost. 





Contact your nearest Raynor representative 
or write direct for complete dealer and 
distributor franchise information. 
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pF uaa depend- OSHKOSH, WISCONSIN 
DIXON, ILLINOIS Y- 
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Urania’s. Modern Facilities, 
isplay boar The Perfect Backed by Giant Tree Farm, 


customers t0 Business Card ; Assure You SERVICE 


arey mee for Salesmen 
-of-sale. 


dow /counte! 


: : Urania's completely modern facilities assure 
creates the first impression you well-manufactured lumber. Urania's 
in the mind of the buyer — 130,000 acres of timberland operated as a 
the impression of prestige oe assure you a continuous supply 
and quality which frequently al 
requires years of service and The quality of Urania lumber and flooring 
ihe ies dis Seated have won an enviable reputation among 
salesmanship to ; buyers over the past 50 years. 

A sample tab of perfect business 

cards are yours for the asking 


The . WIGGINS (7 any 
oe ee iS Comp Pi Straight or mixed cars of Urania Southern 


| 640 So. Federal Street, Chicago 5 Pine, Hardwood Flooring and Southern 


WIGGINS nan 


Peerless Book Form 
CARDS 


For lumber and service that few concerns 
can match, call on Urania. 
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STRIPITE 


Fonwedltel COMPLETE 


line of PLASTERING ACCESSORIES 


CORNERITE 


For example, CORNERITE, a narrow strip of 2.5# painted 
MESHTEX, 8 feet long, bent at right angles, (2” x 2” or 3” x 3”) 
— used for reinforcing inside corners of walls and partitions in 
wood, tile or plaster-block construction. Also, STRIPITE, — 
2.5# painted MESHTEX, 3 inches wide by 8 feet long, — used 
extensively in reinforcing joints in plasterboard construction. 


These are but two of dozens of needed fast-selling numbers. 
Send for complete catalog and information on Penmetal Dealer- 
ships. 


80th PENMETAL 


von Pd ANT I ap VM Oey ee Le 


205 East 42nd Street, New York 17, N. Y. 


District Sales Offices 

New York Philadelphia Chicago 
los Angeles . Son Francisco Dallas 
ol alela 7 told Caatolt ae! Ww °) 


General Sales Offices 


Boston 
Seattle 


Detroit Indianapolis 
Porkersburg, W. Vo 








HI- HEMLOCK 
MEANS HIGHEST QUALITY 


Hi-Hemlock precision manufactured lumber comes from choice upland trees 
growing at altitude above 2,000’ on the slopes of the Cascade Mountains. Every 
stick of this strong, straight grained, tough fibered, lumber is carefully kiln dried 


and graded by skilled inspectors. Available in dimension, flooring, ceiling, 
siding, finish, shop, ladder stock and other standard items. 


Willamette Hi-Hemlock—Your best lumber buy! 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 
3 Modern Mills 725,000 Feet Daily 














or floor display. It is 3’ 6” high 
2’ 6” wide and 12” deep, and js 
colored in rich, eye-catching tones 
of green. Two models of Miami. 
Carey ventilators can be inserted 
in the display. They are. equipped 
with extension cords and switches 
so that they can be shown in opera- 
tion by sales people. Write The 
Philip Carey Mfg. Company, Dept, 
AL, Cincinnati 15, Ohio. 


The Latest Model 
Stevedore, Jr. 


The pre-engineered Stevedore, 
Jr. portable power belt conveyor 
may be used for loading and un- 


loading trucks and boxcars, mov- 
ing materials into balcony bins, 
stacking, or for boosting in a grav- 
ity conveyor line. The unit will 
handle all kinds of material in car- 
tons, cans, bags, rolls, etc. It may 
be wheeled from job to job; or to 
be changed in length, pitch or di- 
rection to fit the application. Write 
The Rapids- Standard Company, 
Inc., Dept. AL, Grand Rapids 2, 
Mich. 


“Grip-Torc" Increases 
Torque Output 

Any % inch electric or air drill 
now can be converted into a multi 
purpose tool for heavy duty bor 
ing, drilling, reaming, screw drit- 
ing, nut running, etc. by attaching 
a speed reduction unit to the dril 
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high, 


and is chuck | spindle. Known as Grip- 
Tore, ihe unit incorporates a 
Fs geared mechanism (not a friction 
mA drive) which increases torque out- 
—— put approximately 5 to 1. Grip- 
upped Tore is controlled by gripping or 
witches releasing the body of the unit | 
‘= which starts or stops the working | 
ite “The tool while the drill motor continues 
v» Dept. to run. The unit permits the use of 
a 134” bit in wood, %” metal 
drill or a 3” hole saw in steel. It 
is equally useful on flexible shafts ' 
and increases the capacity and 
evedore flexibility of drill presses. Write 
onveyor McLaughlin & Company, Dept. 
and un- AL, 909 E. 59th St., Los Angeles 


1, Calif. 


Steel Wall Cabinet 
18” High 

Added to Kitchen-Kraft’s line of 
steel cabinets is a wall cabinet, 18” 


refrigerators. Two of the cabinets, 
side by side, will adequately fill 














rs, mov- 
ny bins, 
n a grav- 
unit will 
al in car- 
. It may 
ob; or to 
ch or di- 
on. Write the space over 42” wall ranges and , 
Company, refrigerators. Write Midwest Mfg. 
Rapids 2, Company, Dept. AL&BPM, Gales- 
burg, Ill. 
Ready-Built 
Carrara Glass Panels 
r air drill Ready-built Carrara glass panels 
o a multi are now factory cut and assembled 
duty bo §% by the Pittsburgh Plate Glass Com- 
rew driv- pany. Because of the careful work- 
attaching Bi manship, time and other costs of a 
» the drill complete custom made Carrara 





glass room, the wall material was 
found only in the higher priced 
homes. Now even low cost homes 
can afford some Carrara structural 
glass. The panels, for both kitchen 
and bath come in black, white, 
lvory, Tranquil Green, beige, gray, 
Forest Green and Rembrandt Blue. 
They blend with any color scheme. 
For the bathroom with a shower 
ready-built panels are available up 
to 48” in height. Stove backing 
panels for the kitchen are 28 x 44”. 
Panels ; re easy to order and are 
a from patterns submitted by 
€ contractor. The complete pack- 
mis Includes clips, mastic, soap 
ra anc panels with’ all holes 
a" and ready to install. The kit- 
Panels are set directly in the 
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high by 21” wide, designed to fit | 
over 21” apartment-size ranges and | 
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cnstel ¥NENIENCES 








K-VENI 








Outfitting the closets with 
K-VENIENCES gives any house an 
eye-catching, up-to-date appeal. Yet 

the cost is agreeably modest; and 
the installation is a simple matter 
of using a screwdriver. 


ENCES make the most of any closet 


space, too, adding maximum efficiency 
along with the beauty of their gleaming 
chrome. Scientifically designed, they hold 
clothes properly, save pressing, keep 


everything 


in reach, and double closet capacity. 


The complete line of K-VENIENCES closet 


fixtures 
than 


merits your full attention. Its more 
40 items provide the right fixture for 


every need, to fit any size or shape of closet. 


We will be pleased to send you a 
complete catalog upon request. 


@ The new ‘'F'' merchandise display sells K-VENIENCES 
faster and takes only 3 sq. ft. of floor space. 


This door-type 


panel holds an assortment 


of the most popular K-VENIENCES. 
Write for illustrated sheet 


giving complete information. 





GRAND 


RAPIDS 4, MICHIGAN 
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SOUTHERN HARDWOODS :: GAK FLOORING 
DIBOLL ano PINELAND, TEXAS 


KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 
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kitchen wall and affixed with any 
of the patented types of wall an- 
chors. A carpenter or a “home- 
man”, handy with tools can install 
these panels with the use of simple 
hand tools. No glass cutting, edge- 
work or other skilled labor is neces- 
sary. Write Pittsburgh Plate Glass 
Company, Dept. AL, 632 Duquesne 
Way, Pittsburgh 22, Pa. 


Storm and Screen Door Latch 
That Locks from the Outside 


The Keylock Screenmaster storm 
and screen door latch is a popu- 
larly priced quality latch for the 
customer desiring to lock his 
screen and combination doors from 
the outside with a key. Smartly 
styled with all exposed parts made 
of solid brass, it offers easier clos- 
ing that is so necessary with door 
closers; forged brass lever handles 


that have no knob screws to loosen 
or lose; separate locking dead 
bolt; and latch bolt mechanism 
that is reversible without disas- 
sembly making possible quick easy 
installation on right or left hand 
doors swinging in or out. Write 
The Engineered Products Com- 
pany, Dept. AL, Flint 4, Mich. 


New Pak-Loader Fork 
Truck System 


Boxes, barrels, bales, drums, and 
cartons can now be handled in 
multiple units, without the use of 
pallets, by the application of the 
new Yale & Towne Pak-Loader Fork 
Truck System. The System is most 
advantageous where large quan- 
tities of goods are stored, and when 
goods are customarily shipped un- 
palletized. The Pak-Loader Fork 
Truck System comprises two com- 
ponents, namely fork trucks 
equipped with pusher mechanisms 
and two or three specially adapted 
steel plates per fork truck. The 
steel plates are cut to the size 
which best fits the specific load 
to be handled. Legs about four 
inches high are secured to one end 
of the plate. When loading the 
plate, a block of wood is placed 
under the toe to keep it level. 
The forks of the truck slip under 
the plate for lifting. When unload- 
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ing, the forks are tilted forward 
to rest the front end of the loaded 
plate next to the pile of goods 
already stored. As the pusher is 
extended, the truck moves back- 
ward. A locking device holds the 
steel plate on the forks and pre. 
vents it from being pushed off 
with the load. The plate is returned 
for reloading when the truck picks 
up another load. While the truck 
is taking a load to storage, or 
from storage to shipping, another 
plate is being loaded in readiness 
for the truck’s return. The truck, 
of course, can be used as a regular 
fork truck for handling skids and 
pallets when both pallet (or skid) 
and non-pallet non-skid operations 
are employed. Write The Yale & 
Towne Manufacturing Company, 


Dept. AL, Philadelphia Division, ff 


Roosevelt Blvd. & Haldeman Ave, 
Philadelphia 15. 


New Fireplace Unit 
Boosts Heat Output 


The new Model R all-metal Cir 
culator Fireplace with Radiat 
Blades is said to boost heat radiat- 
ing surfaces 45 percent over col 
ventional type, similarly _ pricel 
units. These heavy steel blade 
are solidly welded to the back ani 
sides of the Circulator firebox. Al 
exclusive feature, they not onl 
provide additional metal surface 
for heat radiation, but also act 4 
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Anaconda Copper 
Mining Co... 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














How! te new 
CAPITOL STREAMLINE 


{ FLUSH-PANEL iN 

















Here’s a new and beautiful Sectional garage door that has 
every superior feature of design and workmanship. Streamline, 
flush Panels electrically bonded to frames, (Not nailed) Insures 
rigidity which prevents warping and distortion. 


Dialectric heating, under tremendous pressure, in a High 
Frequency Heating Unit forms a complete fusion, or bond — 
impervious to rain, snow or ice. Equalized “pull” or “strain” 
at all points of the section. A stronger, longer lasting, super- 
quality door combining beauty and long life with economy. 


Same easy-to-install hardware is used on all Capitol Taper 


1 doors, 


Ruggedly and more substantially constructed — and they’re 
Priced to sell — but fast. 


NOTE THESE MANY SUPERIOR FEATURES 


Modern Beaut 

auty - Streamline - Flush 
og Dialectric Bonding - Equal- 
Acti uh" or “Strain” - Balanced 
“"Feath Ball-Bearing Rollers - 
Seal a Touch” Operation - Taper’ 
Shoat eather Protection - Rugged 
kon — - Easy Installation - 

§ Lite - Reasonably Priced. 





Sizes Available 
8°0""x7"0"'x194" 


9'0"x7'0"x13/4” 











See Your Lumber Dealer or Write 
Us For Full Information and Prices. 


CAPITOL PRODUCTS 


118 South Third St. Springfield, Ill. 
Telephone 7838 
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Lumber Dealers Sell 
TILE-RITE PLAstic WALL TILE 
From This Display 


Both for over the counter, 
application by the purchaser 
or as a complete installation service. 


SEND TODAY for INFORMATION 
- Let us show you how to add profitable 
volume sales -- sell other of your worth 
while companion items -- all with little 
or no added stock investment ........eeeee 


THE TILE-RITE COMPANY 


5109 Euclid Ave., Cleveland 3, Ohio 














ducts or flues that direct cool air 
over the hottest areas of the fire- 
box, where it absorbs maximum 
heat. The Majestic Circulator itself 
is an all-metal inner core used in 
fireplace construction with any 
type of mantel. A cut-away view 
is shown here. Every essential 
working element is factory-built 
into the assembly, including an 
easily operated, poker - controlled 
damper, a smoke chamber, down- 
draft shelf, smoke dome, and fire- 
box. Write The Majestic Company, 
102-B Erie St., Huntington, Ind. 


Ross Series 99 Has a 
Capacity of 20 Tons 

The largest carrier ever built 
was recently shipped to Southern 
Wood Preserving Company at 
Chattanooga, Tenn., by The Ross 
Carrier Company. Capable of han- 
dling loads 16 feet high and 9 feet 
4 inches wide, this Ross Series 
99 has a capacity of 20 tons. Com- 
pletely mobile and_ self-propelled, 
it rolls on heavy duty 16.00 x 24 
pneumatic tires and incorporates 
four-wheel drive and four-wheel 
hydraulic booster steering. At 
Southern Wood Preserving Com- 
pany it loads and unloads a fleet 
of tram cars, handles all railway 
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INSTALLS IN ANY WINDOW 
WITHOUT TOOLS 


The. new STAINLESS STEEL 
QUIKI Window Control is a long 
life window control spring that can 
be easily installed in both new or 
old windows. Just the thing to take 
the place of ailing sash cord or to 
cut the cost of installing new win- 
dows. Fits sashes 1%” or thicker. 
No tools, nails or screws are needed, 
and can be installed in old windows 
without removing the sash. Just 
slip it in! Specially designed 
prongs will hold. Only one QUIKI 
Window Control required to each 
sash. Mounted two to an instruc- 
tion card, the QUIKI Window 
Control retails for 20c a pair. 


Safe ...Simple. . 


loch 


BRASS WORKS, INC. 


. Strong 


Ask your jobber 
or write us. 


ST. PAUL 1, MINNESOTA / 


250 EAST FIFTH STREET 








ties — approximately 120 green 
hardwood cross ties per load—into 
the huge storage yard and from 
the yard to the adzing and boring 
mill after seasoning. Write The 
Ross Carrier Company, Dept. AL, 
110 Miller St., Benton Harbor, 
Mich. 


Cupboard Door Stock 

A specially stiled and versatile 
cupboard door stock is made in 7 
widths starting at one foot and 
increasing at 2” intervals to two 
feet and any length up to eight 
feet. The stock is *4 inch thick 
with patented insert stiles of solid 
wood on both edges. Matching face 
veneers cover both faces of the cup- 
board door stock. Woods used for 
this new stock include redwood, 
African mahogany, maple, white 
ocak, birch and rotary cut and ver- 
tical grain fir. There are several 
advantages of this type of cup- 
board door stock, according to the 
Malarkey firm: it is stable with 
less tendency to warp; it machines 
better and can be smoothly lipped 
and rabbeted. The stock is made 
in standard cupboard door widths 
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and needs only to be cut io de. 
sired lengths. Write M and M 
Wood Working Company, De}. AL, 
2301 N. Columbia Blvd., Portiand 3, 
Ore. 
Improved 3/8-inch Rib Lath 
National Gypsum Company has 
introduced an improved rit! lath 
designed to provide an extra-strong 
base for plaster and concrete. The 
lath has seven *%g inch ribs and 
eight reverse ribs, twice as many 
as were provided in earlier prod- 
ucts of this type. The added ribs 
insure extra rigidity for use in 
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ceilings under steel joists, as cen- 
tering for concrete floor slabs, or 
in 2-inch partition systems. The 
new Gold Bond product is made in 
27” wide sheets which cover 
12%% more area than the usual 
24” sheets. This means a saving in 
application time and fewer laps. 
The number of meshes in the new 
lath has also been increased; it 
has 50% more meshes than old 
style rib lath, making it possible 
to save plaster and provide strong, 
fireproof construction. Write Metal 
Lath Division, Dept. AL, National 
Gypsum Company, Buffalo, N. Y. 
Plasti-Kote, Inc., Announces 
Special Offer 

A free paint applier is being 
offered to dealers with each pur- 


chase of Plasti-Kote’s new, im 
proved, transparent V-2 finish. The 
lint-free, velour-face applier makes 
it simple to spread a non-skid, cel- 
lophane-like finish over household 
furnishings, protecting them 
against dirt, time and wear. The 
finish is ideal for floors, linoleum, 
woodwork, and many other sur 
faces. Write Plasti-Kote, Int 
Dept. AL, 425 Lakeside Ave. N.W. 
Cleveland 13, Ohio. 
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Lumben 
Market Analysis 


Current Statistics on 
Output and Distribution 


Lumber shipments of 420 mills reporting to the 
National Lumber Trade Barometer were 1.8 percent 
below production for the week ending October 15, 


1949. In the same week new orders of these mills 
were 5.3 percent above production. Unfilled orders 
of the reporting mills amount to 38 percent of stocks. 
For reporting softwood mills, unfilled orders are 
equivalent to 23 days’ production at the current rate, 
and gross stocks are equivalent to 57 days’ produc- 
tion. 

For the year-to-date, shipments of reporting 
identical mills were 2.8 percent above production; 
orders were 5.6 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 42.5 
percent above; shipments were 45.6 percent above; 
orders were 58.8 percent above. Compared to the 
corresponding week in 1948, production of reporting 
mills was 1.5 percent below; shipments were 7.5 per- 
cent above; and new orders were 8.8 percent above. 


Southern Pine 


Production of the 116 mills reporting to the 
Southern Pine Association for the week ending Oc- 
tober 15, 1949 totaled 18,790,000 feet, or 6.05 per- 
cent below the three year average. Orders for the 
week amounted to 20,465,000 feet. This was 8.91 per- 
cent above production, and 2.33 percent above the 
three year average. Shipments during the week 
totaled 20,788,000 feet, or 3.95 percent above the 
three year average. 


Western Pine 


The 95 mills reporting to the Western Pine Asso- 
ciation for the week ending October 15, 1949, cut 
71,242,000 feet compared with 80,768,000 feet for 
the same week a year ago. Orders for the week 
totaled 74,026,000 feet, or 3.9 percent above produc- 
tion. Shipments for the week amounted to 69,535,000 
feet, while shipments a year ago were 170,597,000 
leet. Orders for the week were 5 percent less than 
for the week ending October 8, 1949. 


In the Market Centers 


TACOMA—Delay in settlement of the Hawaiian 
waterfront strike is causing some concern to local 
shippers of lumber and lumber products. In view of the 
announcement more than a fortnight ago that the con- 
troversy had been setled except for certain apparently 
minor points, lumber shippers had hoped that by 
now service would be re-established and accumulated 
cargoes would begin moving to the islands. 

SEATTLE—With first snow flurries reported at 
mountain camps the logging industry of Western 
Washington and Northern Oregon still maintains a 
sr wing inventory. As of October 1st Puget Sound 
Stocks dropped but six million feet; Columbia river 
Increased by four million and Grays Harbor went up 
by 10 million when compared with September first. 

Some mills are down because of car shortages in 

regon and a few have closed because log price ad- 
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THE OZARK OAK FLOORING Co. 


For over 21 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Fivoring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is modern throughout and 
machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


ing rules. 


Try Ozark Brand 
Oak Flooring 
You'll like it. 


- Se 


BISMARCK, 
MISSOURI 











For dependable, time-tested service on Southern 
Pine, Southern Hardwoods and West Coast Woods 
call, write or wire Ferguson. 


Satisfying buyers for over 56 years. 


W. T. FERGUSON 


LUMBER COMPANY 
ST. LOUIS |, MISSOURI 
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“From Our Uwn Forests and Mills” 


Anything in 
West Coast. Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 
Furniture Parts 
. in fact, Anything in 
@ West Coast Woods! 
Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 


re 


—s 


The Ralph L. 


\ 
SMITH 


Lumber Company 


1635 Dierks Building 
Phone: Victor 4143 


\ Kansas City 6, Missouri 
MK PLEASE DIRECT ALL INQUIRIES 
TO ANDERSON, CALIFORNIA 
Sawmills: Canby, Calif., and Anderson, Calif. 


Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 





—when it comes to 


Y HARDWOOD —" 


DELFAIR- 


QuUACKTL aS LUMBER 


When you specify 
“DELFAIR”, you can know 
you are getting flooring 
at its best . . . flooring 
that meets every specifica- 
tion for residential and 
commercial building. Man- 
ufactured in one of 
. brings you lasting floors with built-in America’s most modern 
beauty plants, DELFAIR flooring 
is used in homes and 
buildings everywhere. 


STANDARD STRIP 


. made in grades and sizes to fit almost 
every construction need 


DELFAIR PREFINISHED 


PLANK AND PARQUETRY 


When it comes to hard- 
wood flooring, you can 
count on DELFAIR. 


D.L.FAIR LUMBER CO. 


LOUISVILLE, MISSISSIPPI 


MEMBER OF N.O.F.M.A 


. for floors that reflect added charm 
and beauty 





vances make operation unprofitable. Shingle mills 
have every encouragement to produce with the jp- 
dustry enjoying the best business it has had in a 
year. 

Demand-prices—A little rush for fill in items 
helps make the demand for lumber good. Business 
comes from all consuming markets. Principal factory 
in trading continues to be quick delivery. In storm 
disaster areas cars in transit are grabbed. Green 
dimension and D drop siding are most in demand 
items with prices firming. There is no particular pat- 
tern to other items. Green dimension for quick load- 
ing brings $2 more. No. 3 shiplap and boards are 
rather scarce. Vertical grain flooring is firm and 
not too easy to find at $150-155. D drop siding brings 
$75-90 while boards and dimension range from $38-48. 
There is a very wide range in timber prices but when 
structural is specified the price is $60-80. 

Shingle manufacturers, who up to July had seven 
months of unprofitable operation, are enjoying a rush 
of business particularly from the storm areas of Iowa, 
Minnesota and the Dakotas. The industry is mak- 
ing every effort to supply the stricken area. However 
the mills were already busy with a month’s supply of 
orders and this oversold condition makes it hard for 
mills to rush emergency shipments and at the same 
time avoid discommoding their order files. Basic price 
on 5 x “l’s” and “2’s” has advanced from $7.35 
and $5.25-5.50 to $7.50 and $5.50. 


KANSAS CITY—The Southwestern lumber 
market slowed down a little in the past week after 
marked strength for several months. Prices held 
steady, however, but the movement of supplies was 
not so pronounced and the inquiry for lumber 
slackened. 


About the only definite strength in the local mar- 
ket was for No. 2 kiln-dryed boards, 1x8 and 1x6. 
Prices for the 8-inch stock ranged from $72 to $75 a 
thousand and the 6-inch from $70 to $72. On the 
east side of the Mississippi air-dryed lumber moved 
slowly and prices were a shade easier. The 6-inch 
stock was bringing $63 to $65 and the 8-inch at $6) 
to $70. 

Dimension stock was about unchanged in price: 
2x4 at $67; 2x6 at $69; 2x8 at $69 to $70; 2x10 at $7. 

The finish and flooring market was unchanged, 
with c & btr finish bringing $140 to $150 and floor- 
ing, $140 to $145. 

Mills report that the recent boost in yellow pine 
board prices sent many buyers to surplus No. 3 
western pine boards. The weather in the Southwest 
is a little better than it was but there still is con- 
siderable rain in spots. In some parts the weather 
has deterred logging operations. Mills making oak 
flooring report that the log supply is definitely shor 
and it will be difficult to build a bank for the winter. 

Retail yards which were paying premiums for 
spot shipments a few weeks ago are no longer alx 
ious to follow this pattern. The fact the government 
is requesting 45 to 50 million feet of lumber at a 
auction has not affected the market. 

The shipment by rail of lumber in Missouri, Kal- 
sas, northern Arkansas, Northern Oklahoma and 
southwestern Illinois in the last three months of 194 
is expected to equal that of a year ago, according t 
a quarterly forecast submitted by the Trans-Mis 
souri-Kansas Shippers’ board. The board held thal 
it would take 14,405 cars to move the expected de 
mand. This compared with a like figure a yea! 
earlier. 
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» Quality Lumber 
for 61 Years 





AK. California Sugar Pine 
Ponderosa Pine 
‘Western White Spruce. 


Cut Stock -- Mouldings 
Industrial Box Shook 


\ SG lar Fee Wiodoweh 


WINTON LUMBER SALES CO., Hoskay “7ower, MINNEAPOLIS 2. MINN. 





Sustained 
Yield 






~ 














PAUL BUNYAN TRAVELS 


Paul can’t fool around with airplanes or motor cars when he is in 
a hurry. With his atom propelled snow shoes he really gets around. 


FULL STOCKS ON HAND... ASK PAUL BUNYAN 







TRADE-MARK 


=> PAUL BUNYAN LUMBER CO. @” 


Manufacturer and Distributor > 
Ponderosa Pine White Fir Incense Cedar 


SUSANVILLE CALIFORNIA 
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Al Clements Damber Cn. 


MANUFACTURERS & WHOLESALERS ¢ DOUGLAS FIR LUMBER 


Industrial and Housing Materials 


EUGENE, OREGON P. O. BOX 908 PHONE 5640 TWX NO. EG 49 
0000000000000000000000000000000000000000000 08 
~ a SCHUBERT 
Makes Pickets Picket Cutter 


at Low Cost 























Points 200 to 250 15%"' to 354" width pickets per hour year after year use. 24'' high. Hand operated. 30" 
with planer-smooth finish, No sanding required. long handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature. 


Net price $47.50 f.o.b. Wilmette, Illinois. (Where state sales tax applies, add tax.) 


é H.A.SCHUBERT CO. Machinists 
1210 Washington Ave. Wilmette, Illinois 








ae ee 





Propucts MERCHANDISER 107 






































VYlames in the News 


Masonite's New Plant in Ukiah, Calif. 


With construction work rounding 
the turn into the home stretch, Ma- 
sonite’s new plant in Ukiah, Calif., 
probably will be ready to start pro- 
ducing wood fiber hardboard by mid- 
summer. This forecast was made by 
E. T. F. Wohlenberg, general manager 
of the company’s Ukiah development. 


Masonite’s logging road, 35 miles 
long and running through mountain- 
ous territory, was turned over by the 
contractor last month. The office 
building has been in use since Janu- 
ary. Mr. Wohlenberg estimated on 


VIEW of Masonite’s main factory building at Ukiah, showing steel work in place. The 
siding will be corrugated metal. This structure is 1000 feet long. The width varies 


from 100 to 300 feet. 


September 15 that the factory build- 
ings were 75 percent complete. 

Eugene Holland, president of Ma- 
sonite, announced the company’s plans 
for a multi-million dollar west coast 
expansion program in March, 1948. 
This was followed by the purchase 
of about 55,000 acres of redwood and 
fir timber land in Mendocino county 
and a factory site of 114 acres a mile 
and a half north of Ukiah. 

Masonite, with general offices in 
Chicago, has operated its principal 
manufacturing plant at Laurel, Miss., 
since 1926. 


Detroit Steel's September 
Shipments Largest in History 


Reflecting new aggressive sales 
policies and also the current high 
rate of construction activity, Detroit 
Steel Products Co.’s shipments of 
building products in September were 
the largest in the company’s 45-year 
history. This report by E. C. Hodges, 
vice-president in charge of sales, was 
a highlight of the meetings October 
17 to 20 of the company’s district 
managers from all over the coun- 
try, held at the Whittier Hotel, De- 
troit. The company makes Fenestra 
steel windows, doors and_ building 
panels, and Strand garage doors. 


Hotpoint Range Plant 
in Operation One Year 


A plaque dedication ceremony 
marking the fortieth anniversary of 
the invention of the electric range, 
and completion of the first year of op- 
eration of Hotpoint’s “world’s largest 
range plant,” was attended in Chi- 
cago, October 13, by more than 2,000 
company employes, civic and business 
leaders, local and visiting electric util- 
ity executives, and representatives of 
newspapers, trade publications, and 
radio. 

James J. Nance, president of Hot- 
point, joined visiting officials in dedi- 
cating a stainless steel plaque paying 
tribute to the late George A. Hughes, 








OAK @ BEECH 


Flooring Plant 





FIRST in Flooring 


@ PECAN 


Top-quality flooring—carefully manufac- 
tured, scrupulously graded. 


Also Band Sawn Hardwoods 


Modern Dry Kilns, Planing Mill, Oak 


Send us your inquiries. 


MOBILE RIVER SAW MILL CO., Inc. 


MT. VERNON, ALABAMA 




















SITKA SPRUCE, 
Lumber and Box Shook 


RAYONIER 


INCORPORATED 


LUMBER 


Hoquiam, Washington 


RAIL AND CARGO SHIPPERS 


Formerly operated as the 
Polson Lumber and Shingle Mills—now the 
Lumber Division of Rayonier Incorporated. 


| 
| 


DIVISION 


P. O. Box 540 
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“father of the electric range,” and 
to two generations of Hotpoint em- 
ployes who have made a material 
contribution toward raising the stand- 
ard of living in the nation’s homes. 
Hughes, a Chicago inventor, was the 
founder and first president of Hot- 
point. 

The dedication took place one year 
after the formal opening of the new 
range plant. 


Pittsburgh Plate Glass Plans 
California Paint Plant 


Pittsburgh Plate Glass Company 
expects shortly to sign contracts for 
the construction of a paint plant at 
Torrance, Calif. An _ ultra-modern 
plant, the Torrance facility will cost 
approximately $1,250,000, according 
to E. D. Griffin, vice-president in 
charge of Pittsburgh’s paint division. 
The plant should be ready to go into 
production within 10 to 12 months. 

Located about 15 miles from down- 
town Los Angeles, the plant will be 
erected on a triangular, 15 acre site. 
Original equipment will permit pro- 
duction of 1,500,000 gallons annually. 
Sufficient floor area for additional 
equipment is available to boost the 
production to 2,600,000 gallons in the 
future. 


Zonolite Forms New 
Vermiculite Company 


Formation of the California Zono- 
lite Company, to process and dis- 
tribute Zonolite brand vermiculite 
insulation and lightweight aggregates 
in California, was announced by 
A. T. Kearney, president of the Zono- 
lite Company, Chicago, and Glenn 
Sucetti, president of the Universal 
Insulation Company, Sacramento, 
Calif. 

Mr. Sucetti will continue as an 
official in the new company and will 
have complete charge of production 
and research. C. H. Wendel, for- 
merly merchandising manager of one 
of the divisions of United States 
Gypsum Company, is president of 
the new organization. California 
Zonolite has purchased the Universal 
Insulation Company, exclusive Zono- 
lite processing distributors in north- 
ern California, and the vermiculite 
Interests of Gladding, McBean and 
Company in southern California. 

_ Headquarters of California Zono- 
lite will be in Sacramento, where the 
company now has a processing plant. 


Second Annual Stag Party 
Announced 
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1. CEILING TILE & PANEL BOARD 
2. BLANKET & BATT INSULATION 


Reduce application costs 


éTs- 
TRIGGER FAST! 


**L3”" Model loads 84 flat wire 
Markwell Staples sizes ““L3A” 
(4 leg), “L3B” (5/16” leg) and 
*L3M” (15/32” leg). 


*LA” Model loads 157 round wire 
Markwell Staples sizes “L4A” } 
(4 leg). “LAC” (34” leg) and 
LAD” (14” leg). 


Other Markwell Products .. . 


Yi 
MITRE CUTTERS, ’ | 


SCREEN WIRE STRETCHERS, ° 
SASH BAR TACKERS, - 
MOULDING. TACKERS. 


ORDER NOW FOR IMMEDIATE DELIVERY 
Catalogue on request 


? 
=~, 














MARUWSLL 


Manufacturing Co., Inc. Industrial Products Division 





Approved by Insulation Board 
et i in applying Ceiling 
Tile and Panels. the Markwell 
“L4D” (14" leg) Staple is’ driven 
flush into the nailing tongue of the 
tile. The Markwell gun type tacker 
eliminates damaged edges on tile. 


TOS 

Trigger action drives 
staples flush into rafters, 
joists and studs. A gun 
type Insulation Tacker 
eliminates danger of punc- 
turing paper backing on 
batts and blankets. Use 
*““L3M” Staple in putting 
up Backer Boards. 


fk 


200 Hudson St., New York 13 











CALDER 


SECTIONAL GARAGE DOOR 





LOOK AT_ 
THESE CALDER 
FEATURES 


@ Sturdy aluminum 
rome 


@ Heavy, ‘tough clumi- 
num hide 


track and 
design wedges 
door tight with no jam- 
ming 


@ Exclusive 
roller 


@ Track joints always 
in line 
@ Oil 
prene tired rollers 


resistant Neo- 


@ Bind-proof 
mechanism 


locking 


@ Interlocking weather- 
proof joints 


@ Sections individually 








— Northwestern California Lum- | replaceable 

ermen’s Club, will hold its second | a 

~~ Stag Party, November 11, in | This is the Door to Bigger Profits 

oe os — ‘ ee ae _ Outstanding features of Calder ceptional opportunity for progres 

fast at t ‘Beata tak “There will be | Overhead Garage Doors make sales sive distributors and contractors. 

fishing, solf, and a tour through a | easy because their superiority is We invite you to open the Calder 
, ae plywood mill. The Hoo-Hoo | quickly recognized. Generous Doorto Profitable enterprise. Write 

— 's scheduled for 5 p. m., the | dealer discounts make them an ex- _ for full information today. 

—. 8 o’clock. For reserva- | 

us writ. Jack Fairhurst, P. O. Box | 

— 117, Eure. Calif. THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 
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CECO CELEBRATES ITS THIRTIETH YEAR IN CICERO 


Thousands of Ceco family mem- 
bers, friends and neighbors from Ci- 
cero, Berwyn and the surrounding 
area attended the company’s first 
community open house October 15, to 
help Ceco Steel Products Corporation 
celebrate it’s thirtieth year in Cicero, 
Ill. 

Among the attendees were some 
of the folks who opened Ceco’s first 
Cicero plant at 1926 South 52nd Ave. 
and are still with the firm. The re- 
sults of 30 years of engineering tra- 
dition were on display for all visitors, 
highlighting Ceco’s engineering serv- 
ice to America’s builders, contractors 
and architects. 


On the first floor of the general 
offices were displays illustrating the 
functions of each department and 
demonstrating the company’s prod- 
ucts and services. 

Highlighted were scenes of Ceco’s 
local growth, the products Ceco has 
brought to Cicero, what Ceco’s na- 


tional growth means to Cicero, and . 


the change which has occurred in the 
passing of the years from 1919 to 
1949. 

The rest of the main floor was 
devoted to display of concrete engi- 
neering, purchasing, transportation, 
advertising, and research depart- 
ments. 





Dealew Wanted 


TECO Irip-L-Grip ANCHORS 


FOR HOMES AND FARM BUILDINGS 


Builders and farmers use Trip-L-Grip in building 


stronger new buildings and for repairs. 


Nails 


furnished with anchors. Stock these handy pack- 
aged, nationally advertised anchors for year 


around sales. 


Write today for dealership. 


TIMBER ENGINEERING CO. Washington 6, D.C. 





SOUTHERN 
PINE and 
HARDWOODS 


MIXED CARS 
A SPECIALTY 


ANGELINA COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 


























November 


CECO STEEL PRODUCTS 
CORPORATION 


General Office and Plont No. } 


Cicero $0, illinois 
Posteard included in packet. 


In the plant, the first-shift em- 
ployes were at work to give the 
visitors first-hand knowledge of 
Ceco’s plant operations. Starting with 
the aluminum storm window and 
combination unit department, they 
passed through the following depart- 
ments: screen, metal lath, roof deck, 
steelform, casing, steel joist, press, 
tool room, residence casement, in- 
dustrial sash, bonderizer, and _ship- 
ping departments. 

In the plant offices the following 
departmental functions were shown: 
personnel, industrial engineering and 
works engineering departments. Also 
the operations of the Chicago district 
office of the Merchant Trade division 
were explained, and the print shop 
was on display. 

The tour ended with the serving 
of light refreshments in the plant 
cafeteria and the presentation of a 
packet containing the following lit- 
erature: a post card showing 4a 
dramatic view of the general office 
building and main plant; a “hello” 
folder which the receptionists present 
to Ceco visitors during the regular 
business day; charts showing “How 
Ceco Grew in Cicero;” a folder il 
lustrating “Ceco Coast to Coast;” the 
Cicero plant employe handbook, 
“Your ‘Job at Ceco Steel;” the na- 
tional safety handbook, “Safety Sig- 
nals at Ceco Steel;” miniature re- 
prints of current advertisements; and 
a booklet explaining the suggestion 
award system at Ceco, entitled “Good 
Ideas Pay.” 

In all, 14 Ceco plants, 24 sales of- 
fices and thousands of distributors 
and dealers sell Ceco products 
throughout the country and in for- 
eign lands. The company, well-known 
wherever buildings are erected, is 
the largest independent fabricator of 
reinforcing steel in the United States. 
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WHY 3,42) FLUORESCENT LIGHTED 
MEDICINE CABINETS 
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Complete Bennett Bilt 

Fluorescent Lighted 
Medicine Cabinets cost 
less to buy and install 
than separate electrical 
wall fixtures and cabinets 
of equal quality. These 
cabinets increase the at- 
tractiveness of modern 
rooms by providing a more 
finished, self-contained, 
compact installation. 

























Nothing has been over- 
looked for convenience 
and quality. No other 
medicine cabinet has 
all 18 built-in premium 
features. That’s why 
you should specify 
and buy Bennett Bilt 
Fluorescent Lighted 
Medicine Cabinets. 
It costs you nothing for 
the fully-illustrated 
complete line catalog 
...it May mean many 
dollars to you. Write 
today. 





THE BENNETT MANUFACTURING CO., ALDEN, N.Y. 


CUSTOM METAL CRAFTSMEN SINCE 1906 


GRIP anp HOLD! 


Give You Aluminum Roofing Assurance 


Builders and Roofer are loud in their praise of the 

SCREWTITE ALUMINUM NAIL. Sharp, angular grooves 
of the nail shank spread the wood 
without tearing the fibres. Fibres 
are forced down to form 
tight wedges. Neoprene 
washers keep moisture out. 


) ae he ee l/r o) 
THIRD GRADE 


a ote) at fe? 






The Maple Flooring Manufacturers 
Assn. has prepared for your use 
data on the market, uses and 
adaptability of 2nd and 3rd grade 
Maple, Birch and Beech Flooring. 
Let us send you a copy of this 


analysis. You can turn it to your 
profit. 


J. W. WELLS LUMBER CO. 


Menominee, Michigan 














PRODUCTS MERCHANDISER 





LL divisions of Canadian Forert Products Limited use 
top quality logs from our own virgin timber limits 
at Englewood and Harrison Mills, B.C. 


EBURNE SAWMILLS DIVISION 
9149 Hudson Street, Vancouver, B.C. 


. 


Utilizing Douglas Fir, Pacific Coast Hemlock and Western 
Red Cedar for the production of Timbers, K.D., Dimension 
and Boards, Finished Uppers, Car Material and Siding. 


PACIFIC VENEER & PLYWOOD DIVISION 





Foot of Braid Street, New Westminster, B.C. 


Specializing in production of *Douglas Fir Plywood, P.V. 
Brand Edge Grain Cedar Plywood and P.V. Brand Hardboard. 
*Obtainable from our affiliated company, Pacific Veneer 
and Plywood Corporation, Bellingham, Wash. 


HUNTTING-MERRITT SHINGLE DIVISION 
9110 Milton Street, Vancouver, B.C. 





Manufacturers of the world-famous Huntting-Merritt 
Brand Red Cedar Shingles, and Dri Home prestained cedar 
shakes for modern sidewall construction. 


CANADIAN 
FOREST 
PRODUCTS 


Limited 


FOR SHIPMENT TO ALL 
POINTS IN UNITED 
STATES 
Mixed carloads of lumber, 
plywood and shingles are 
made up from each of the 
Canadian Forest Products 
Divisions and the Pacific 
Veneer and Plywood 
Corporation, Bellingham, 

Wash. 











Ash pan and 
cast iron top 
optional 





The 
DONLEY MORTAR BOX 


helps winter building 


Masons and plasterers like this eo smoothly fab- 
ricated mortar box—especially in colder weather be- 
cause it can be elevated on brick or tile and fire built 
below to keep the mix at desired temperature. If de- 
sirable, large box can be used as hot water bath and 
smaller mortar box. immersed with cross timber sup- 
ports. Strongly fabricated with angle reinforcement 
around top. Five sizes, from 53 to 110 inches in length 
and 9 to 12 inches deep. Makes temporary roof over 
sacks of cement or plaster. 


THE DONLEY SALAMANDER 


Donley Salamanders are made in two sizes and four 
assemblies. Available with outer shell and grate only 
or with ash pan; cast iron stove top is optional with 
18’ diameter size. Fully equipped, it makes an excel- 
lent low cost stove for construction office. 





Consult our 24-page catalog in American Lum- 
berman Merchandiser, or a copy will be sent 
on request. 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 


Donley Speeds Production 
With Infra-Red Oven 


A 64-kilowatt infra-red oven 15 feet 
long, and a variable speed electric 
conveyor, have put valuable floor 
space back into productive work for 
The Donley Brothers Company, 13928 
Miles Ave., Cleveland, Ohio. Some 30 
different products, ranging in size 
from small ash-dump doors to utility 
window sash with frames 44 inches 
long, now move with precision 


IN A FEW MINUTES this rim for step-on 
refuse container will be ready for packag- 
oe one in air-drying racks is elimi- 
nated. 


through the new oven. The finishing 
of a variety of metal parts and as- 
semblies is ¢oncentrated in a single 
corner measuring 30 x 48 feet. In 
210% hours-per-month of oven oper- 
ation, the unit can bake the finish on 
35,000 items. This is compared with 
the company’s old air-drying system 
which required 600 square feet of 
floor space stacked with drying racks. 
“When it was filled another 1500 
square feet would jam with assem- 
blies waiting to be painted,” said pro- 
duction manager George Doleys. 
“Now there’s no delay”. Photographs 


DURABLE finish on small mortar tub 
dazzles under hot glare. Conveyor and 
oven adjust to bake finish on more than 
30 products. 


shown here appeared with the de- 
scriptive article, August 1949 issue of 
Electrical Production. 


Rust Stains Eliminated 
by Use of Aluminum Nails 


Nail stain, an obnoxious plague 
which affects light-painted wooden 
and composition siding most notice- 
ably, can normally be remedied only 
by refinishing and repainting. This is 
not only expensive, but temporary. 
Aluminum nails, only slightly more 
expensive than common varieties as 
an item of original cost, cannot cause 
stains because they produce no red 
rust. In addition, the need for coun- 
tersinking and puttying may be elimi- 
nated. 


Light in weight and easy to handle, 
aluminum provides nearly three times 
as many nails per pound as older 
conventional nail materials. Aluminum 
nails are produced with surfaces which 
permit easy driving yet provide good 
holding power. 

Experience with aluminum nails 
has shown that the cost of using them 
on the siding of an average-size five- 
room frame house is less than $5.00 
greater than the cost of ordinary 


nails, whereas a good repaint job on 
such a house runs to approximately 
$300. Moreover, the additiona! cost 
of countersinking and puttyine old. 
style nails would come to an appre. 
ciable sum. 

Many manufacturers are now pro- 
ducing aluminum nails in volume. 
These nails are available in the stand- 


Pretty Beverly Baker wishes she _ had 
known about aluminum nails before 
now. If they had been used on the ex- 
terior of this attractive frame house, there 
wouldn’t be any of those ugly rust stains 
showing through the paint. Aluminum 
nails, like those she’s holding, can’t cause 
red rust. 


ard sizes and types required by build- 
ers wherever nail stain is objection- 
able. Detailed information can be had 
from the Aluminum Company of 
America, 801 Gulf Bldg., Pittsburgh 
19. Pa. 


Dominican Republic To 
Export Pre-Fab Houses 


The Dominican Republic Informa- 
tion Center, 6 West 5ist St., New 
York, announced that the first lot 
of one hundred houses is now being 
built at the San Jose Sawmills, 
Santiago, for export to Venezuela. 

The announcement gave no details 








DEALERS... 


Jiffy Window Control Springs are a FAST 30c Seller 


“ths bigs demand for replacement and new low-cost homes, tourist 





cabin, porch enclosure and garage markets. 
or tools in two minutes by builder or home owner. Eliminates sash 
cords, pulleys, weights, etc.—stops rattles, tight seal. 


Jiffy Window Control Springs are supplied 11/16” wide for plain 
rail windows and 114” wide for double hung windows. 


A time and money saver for your customers—a money maker for you! 
Over 10,000,000 in use. 


FAST 


30c 


Installed without nails 


LEIDGEN SPECIALTY COMPANY 


OCONOMOWOC, WIS. 


SELLER 


November 5, 1949, AMERICAN LUMBERMAN & 
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D. M. McCuintock Lumber Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 








PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 5] 
actual photos and floor plans of real houses that have 
been built and proven successful. 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


Blue prints and specifications of every design are avail- 
able from American Lumberman. 


Special prices on quantity lots of these booklets to deal- 
ers. 1 to 24 copies 20c each. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. Chicago 2, Ill. 











Burtprn< 


YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
- +. Log stop and Loader .. . Shotgun steam feeds 
.. . Automatic feed table for planing mills. Write 
for catalog and 'Power House’. 


PRopucts MERCHANDISER 
































LOW-PRICED 
BUSS No. 208 


SINGLE 
SURFACE 
woonD 
PLANER 
Capacity 20” x 8” 














One of a complete fine of single 
and double surface wood planers 
— all built by planer specialists. 






One look at the specifica- 
“BH tions of this machine will 
——— convince you that the BUSS 
No. 208 brings to the low-priced small planer field a new high 
standard of both construction and performance. It's a husky, pre- 
cision-built planer that will handle everything within its 20" x 8” 
capacity with speed and accuracy. It's ideal for the small shop, 
mill or lumber yard, complete in every detail, including fully en- 
closed motors, sectional infeed roll, sectional chipbreaker, 4 driven 
rolls, built-in knife grinding-jointing attachment and many other 
features. Available in various feed rates. Write for price and 
complete information, NOW! 


PLANER SPECIALISTS. 
BUSS 


238 EIGHTH ST. 
MACHINE WORKS HOLLAND, MICHIGAN 
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ELECTRICAL LIVING 
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= 


FREE 


Planning Book on 
Electrical Living Homes 


This new manual contains essential data to help you plan the 
electrical systems and equipment for your builders houses ... 
to make them efficient . . . to give them strong sales appeal... 
and for economy. : ; 

It explains the principles of the Four Degrees of Electrical Liv- 
ing; makes it easy to select and apply the right degree to builders 
houses. 

The book features layouts of two kitchens: An ‘Economy 
Kitchen” that is minimum in space and equipment requirements; 
and an “Ideal Kitchen” that offers an arrangement of equipment, 
counter and storage space for the builder who wants the best. 

Shows how to design space-saving laundries with powerful appeal. 
Explains simplified fuseless wiring and how to plan it. Dozens of 
lighting ideas. Complete technical data on electric appliances and 
equipment. 

Here is both an idea and reference book that every builder and 
supply dealer should have, There is no charge; no obligation. 
Additional copies available for distribution to your customers are 
available at 5 cents per copy. 












Better Homes Bureau 
Westinghouse Electric Corporation 
P. O. Box 868, Pittsburgh 30, Pa. 


Gentlemen: Please send me a copy of Planning 
Book for Electrical Living Homes, B-4326. 











OSHKOSH WOOD PRODUCTS 


ORPORATION 
OSHKOSH. WISCONSIN 


Man ufactu rers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 





WOODWAY quality; 


WE SPECIALIZE IN BASS. 
WOOD AND PONDEROSA 
INE; OTHER NORTHERN 
HARDWOODS AVAILABLE. 








means 
Extra Profits 
for YOU 





“The Good Way to Buy 
7 WOODWAY 














This SYMBOL 


ead 


LONER AL WOO 
is Your Guarantee of QUALITY 











lf you are not getting your share of 
insulation sales because of — 


HIGH PRICES 

WAITING FOR POOL CARS 

UNDEPENDABLE TRUCK SERVICE 

THE NECESSITY OF BUYING FULL 
CARLOADS 


WE CAN HELP YOU! 

We are able to ship promptly, mixed 
truckloads or carloads of batts, blan- 
kets, loose or pouring wool. We man- 
ufacture insulation material ONLY. A 
proven product for 75 years. 


“Keeps Heat where it belongs” 


UNITED STATES MINERAL WOOL COMPANY 
South Milwaukee, Wis. Stanhope, N. J. 


MAIL COUPON NOW! 
United States Mineral Wool Co. 
Dept. S-19 
South Milwaukee, Wis. 
Please send me Insulation Literature to- 
gether with sample Batt, Pouring Wool 
and Loose Wool. 


Name 














Thermopane Picture Window Unit Attracts Crowds at Fair 


sibel 


Visitors to a county fair usually show most interest in farm products, but this display 
of a Thermopane picture unit arranged by the General Woodcraft Company, Ine., North 
Bergen, Nv J., at the Westchester County (N. Y.) Fair attracted more than its quota of 
attention. Anthony Mainieri, president of the company, said several direct sales were 
traced to the demonstration and salesmen were kept busy answering thousands of 
questions from the throngs who saw the display. 





as to the size of the houses or their 
architectual style, except that they 
were made entirely of wood and 
would require no finishing at the 
point of destination beyond assembly 
of the pre-built parts. 


Harry K. Lange Retires 


L. J. Venard, 
president, West- 
ern Mineral Prod- 
ucts Company, 
Minneapolis, 
Minn., recently 
announced the re- 
tirement of Harry 
K. Lange, vice- 
president and 
sales promotion 
manager, effec- 
tive November 1. 
Mr. Lange has 
had a long con- 
nection with the 
vermiculite indus- 
try. He first be- 
came associated with Zonolite in St. 
Louis in 1934. In 1936, with the 
formation of Western Mineral Prod- 
ucts Company, he went to Omaha as 
advertising manager. In 1940, he was 
elected treasurer; and in 1942 went 
to Minneapolis as sales promotion 
manager. In 1945, he was elected 
publicity director for Vermiculite In- 
stitute, Chicago; and in 1946, became 
vice-president of Western Mineral. 

A policy of close personal coopera- 
tion and frequent field trips have 
made him acquainted with a large 
number of lumber dealers in the mid- 
dle west. Mr. Lange has directed the 
preparation of many articles on deal- 
er activities and other aspects of the 
lumber and insulation industries, and 
has received national recognition for 
some of the consumer sales letters 


Harry K. Lange 


November 


which he originated, one of which 
appears as a model in a college text 
book. Sales Management in its June 
15, 1946, issue carried a feature arti- 
cle on a series of factual columns, 
“Footnotes on Farm Buildings,” which 
Mr. Lange wrote for lumber dealers 
to use for local newspaper advertis- 
ing. 

Mr. Lange will continue to make 
his home in Minneapolis. 

The advertising and sales promotion 
department will be consolidated with 
the general sales department, headed 
by H. W. Steiff. L. A. Castell, former 
assistant to Mr. Lange, will handle 
editorial relations. 


Appointed New 
Regional Forester 


Otto Lindh was recently appointed 
new regional forester for the New 
Mexico-Arizona area by Lyle Ff. 


Otto Lindh 


Watts, chief of the Forest Servic 
He succeeds P. V. Woodhead, wh 
Jheld the position until his death la 
July 26. Mr. Lyndh was formerly * 
sistant regional forester in Portlané 
Ore., a position which he held until 


5, 19490, AMERICAN LUMBERMAN ¢ 





mal 


Tro. 
















s display 
ic., North 
quota of 
ales were 
isands of 


of which 
lege text 
its June 
ture arti- 
columns, 
's,”” which 
r dealers 
advertis- 


to make 


promotion 
ated with 
nt, headed 
211, former 
ill handle 


appointed 
the New 
Lyle Ff. 


ndh 


est Servite 
dhead, wh 
s death las 
formerly * 
in Portlané 
e held unl 


BERMAN 












he became head of the timber manage- 
ment division in Albuquerque, N. M. 


In his new position, Mr, Lindh will 
supervise over 20,000,000 acres of Na- 
tional forest lands. 


The new regional forester was born 
in Battleground, Wash., on Dec. 19, 
1902. His education was at Wash- 
ington State College and the Univer- 
sity of Montana, before completing 
his course at Oregon State. 




















Companies Announce 





The Georgia-Pacific Plywood & 
Lumber Co. has appointed Stanley B. 
Tracy manager of hardwood sales in 
its eastern zone, it was announced by 
James L. Buckley, vice-president. Mr. 
Tracy served as sales manager of 
Gettman & Judd Lumber Co., Stam- 
ford, Conn., before becoming asso- 
ciated with Georgia-Pacific. He is a 
former member of the board of gov- 
ernors of the Nylta Club of New York 
City, a charter member and past 
president of the Lumber Salesman’s 
Association of New York, and a char- 
ter member and served in the organ- 
ization of the Northeastern Sales- 
men’s Conference. Mr. Tracy has been 
in the lumber business 24 years. 


Thomas K. Connellan has been ap- 
pointed manager of the Strand Ga- 
rage Door Division of Detroit Steel 
Products Company, according to an 
announcement by E. C. Hodges, vice- 
president. Mr. Connellan has been 
with the Strand garage door since its 
inception in October, 1945. He was 
assistant to Carl A. Strand, president 
of the Strand Building Products Co., 
for several years up to December, 
1947, when that firm was bought by 
Detroit Steel Products Company. 
Since then Connellan’ has been in 
charge of sales and promotional work 
for the Strand Garage Door Division 
of Detroit Steel Products Company. 
Strand all-steel garage doors are sold 
through jobbers and lumber dealers 
in all sections of the country. 


Harry S. Berryman has been ap- 
pointed general manager of produc- 
tion. for the H. R. MacMillan Export 
Company Ltd. Mr. Berryman was 
previously manager of the Victoria 
Lumber Company Ltd., one of the sub- 
sidiaries of the MacMillan organiza- 
tion. The appointment was an- 
nounced by B. M. Hoffmeister who 
Was recently promoted to the presi- 
dency of the MacMillan organization 
and whom Mr. Berryman now suc- 
ceeds as production manager. Prior 
to his post with the Victoria Lumber 
Company division Mr. Berryman was 


ee ‘f Alberni Plywoods Ltd. at 
a Alverni. Before coming to 
agg he had been manager of 
wre: Bay Logging Co. Ltd. and 
ton River Logging Co. Ltd. 

Other 


Ww appointments to “Har- 


Buitprx 
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mac” subsidiary executive and super- 
visory positions are: 

Don McColl, formerly general log- 
ging superintendent, becomes man- 
ager of logging for the MacMillan or- 
ganization. 

E. G. Shorter, plant manager of 
Alberni Pacific Lumber Company 
Limited at Port Alberni, has been ap- 
pointed manager of Victoria Lumber 
Company Limited at Chemainus. 

Harry E. Shorter, assistant plant 
superintendent of Victoria Lumber 
Company Limited, becomes assistant 
superintendent of Alberni Pacific 
Lumber Company Limited. 

E. R. McDonald has been promoted 
to assistant superintendent of the 
Victoria Lumber Company Ltd. 

E. Squarebriggs, formerly assis- 
tant to the sales manager of Canadian 
White Pine Co. Ltd. becomes assis- 
tant sales manager of Alberni Pacific 
Lumber Company Limited. 


The Lowe Brothers Company, Day- 
ton, Ohio, paint and varnish manu- 
facturers, has announced the appoint- 
ment of Richard D. Butler to the posi- 
tion of Central District Sales Manager. 
Mr. Butler entered the paint field as 
a salesman for a large retail paint 
store in Dayton, Ohio, and in 1940 
joined The Lowe Brothers Company 
as a territorial representative in the 
Central District.. From 1941 to 1946 
he served in the armed forces and 
upon his return was reassigned to 
the same position. He was ap- 
pointed Rocky Mountain Division 
Manager in 1947 and acted in that 
capacity until 1948 when he was re- 
called to serve as a special repre- 
sentative in the Central District. In 
his new assignment Mr. Butler will 
coordinate and promote the sale of 
all Lowe Brothers products through- 
out Ohio, Eastern Indiana, Northern 
Kentucky and Western West Virginia. 


John R. Metzger, widely known in 
the building materials trade, has 
been appointed sales representative 
for the Los Angeles branch of the 
Inland Steel Products Company, for- 
merly Milecor Steel Company. Mr. 
Metzger has a thorough knowledge 
of Metal Lath and Accessories, the 
products he will be handling, due to 
his extensive experience in the in- 
dustry. 


Rodney H. Alley of New Orleans 
was appointed sales representative 
of The Upson Company in Louisiana 
and southern Mississippi, according 
to Harry R. Shedd, Upson vice-presi- 
dent and director of sales. Mr. Alley 
had previously been associated with 
the Cudahy Packing Company in its 
Memphis, Tenn., territory and with 
the Berger Wholesale Supply Com- 
pany. He has been attending a ses- 
sion of the sales training school at 
the Upson Company offices in Lock- 
port, where salesmen are instructed 
in the actual application of Upson 
six-ply, full-wall Strong-Bilt panels. 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman 6& Building Products 
Merchandiser is published every other Satur- 
~~ It publishes the largest strictly classi- 
fied advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 


Terms — Cash With Order 


Minimum Charge $2.00 
Rates: 


1 Time — 10c per word for each insertion. 
inimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifi 
er used, regular line rate is charged. _ 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Iil. 








HELP WANTED 








MILLWORK SERVICE MAN: Large millwork 
firm needs an experienced and capable man 
able to make accurate quantity take-offs on 
job, list for shipping. and detail to shop for 
manufacturing. Must be accurate, steady. 
sober. Write fully stating age, experience 
and salary required. Write in confidence. 
Box 5909, Washington 14, D. C. Incomplete 
responses will not be considered. 





BUILDING SUPPLY REPRESENTATIVES 
WANTED 


One of our clients, a manufacturer of Good 
Housekeeping approved plastic wall tile, has 
several territories available to qualified men 
calling on building supply, floor covering and 
home modernization material distributors and 
dealers. Sale of this product is supported by 
a national advertising and sales promotion 
campaign. Tell us what lines you now carry. 
territory you cover and other qualifications 
in first letter. 
Campbell-Sanford Advertising Co. 
1105 Chester Avenue 
Cleveland 14, Ohio 





Wanted, a manager with experience. Good 
yard in good small rural Iowa town. Address 
Box T-52, American Lumberman, Inc. 





Wanted salesman for retail lumber yard in 
Chicago. One familiar contacting the builder. 
Should have some knowledge of lumber busi- 
ness. Steady work, good pay. 
V-26, American Lumberman, Inc. 


WANTED: Experienced detailer and biller. 
Permanent position for competent man, give 
all particulars in first reply. WEST MILL- 
by om INC., Post Office Box 1679, Houston 
1, Texas. 


dress Box 
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HELP WANTED 














MILLWORK ESTIMATOR 
Want to employ experienced Millwork Esti- 
mator, and Detailer and Biller. Must be good. 
Florida location. Address Box T-54, American 
Lumberman, Inc. 





EXPERIENCED BUILDING MATERIALS 
SALESMEN 


Here’s the “Big Opportunity’’—the chance to 
establish yourself securely and profitably. A 
Midwest building materials firm selling whole- 
sale and retail for about a half century. offers 
several choice selling jobs; 


Selling Industries 
Selling Consumers 
Selling Contractors 


Better compensation than most manag t 


WANTED: Manutfacturer’s Representative for 
= proven scaffold bracket on market 
2 years. A perfect item to add to your line 
if you‘re contacting General Contractors, 
Brick Contractors, Building Supply Dealers, 
Lumber Dealers or Hardware Stores. DU-ALL 
SCAFFOLD BRACKET COMPANY, 44 East 
Broad Street, Columbus 15, Ohio. 





EXPERIENCED DRAFTSMAN 


Draftsman, detailer, biller, thoroughly familiar 
with modern woodworking practice. Excellent 
opportunity with well established and pro- 
gressive manufacturer of diverse furniture 
and special woodwork. Permanent position, 
air-conditioned office, five-day week. Salary 
commensurate with ability. John E. Sjostrom 
Company, 1717 N. Tenth Street, Philadelphia, 
Pa. Phone STevenson 4-4710. 





jobs. Write giving your business history and 
references. Address Box T-24, American Lum- 
berman, Inc. 





INSIDE SALESMAN experienced in figuring 
invoices, estimates and handling delivery 
schedules. State experience and pay ex- 
pected for position with security and excel- 
lent future in expanding Connecticut yard. 
Write Box T-59, American Lumberman, Inc. 





MILLWORK SUPERINTENDENT: Good sized 
modern millwork plant desires service of per- 
son with thorough current experience on 
architectural and stock millwork: capable of 
taking full charge of estimating and super- 
vising production in a shop run by capable 
foreman. Splendid opportunity for an ag- 
gressive and capable person. Write a full 
and detailed statement of experience, edu- 
cation, family situation. expected salary and 
other relevant data to Box 5909, Washington 
14, D. C. Incomplete responses will not be 
considered. 





MANAGER FOR RETAIL YARD. Prefer man 
35 to 45 years old, must be fully qualified to 
handle all phases of the business. sober and 
a hard worker. Opening available January 
1, 1950 or earlier if desired. Address Box 
V-29, American Lumberman, Inc. 





Wanted—Detailer and Biller for special mill- 
work. One who can make shop drawings and 
material lists from architect’s plans. Give 
complete information regarding ability. salary 
and availability when replying. Location 
Ohio. Address Box T-49, American Lumber- 
man, Inc. 





Protected territory open for salesmen calling 
on Hardware, Lumber companies, Automotive, 
Paint & Wallpaper stores, and Electrical 
Shops. Our lines consist of Electrical, Me- 
chanical, and Paint Specialties. Liberal com- 
mission on all orders either original or repeat. 
All products are nationally distributed in 
towns of 3,000 or more. We need men who 
want additional lines and are calling on the 
above trade. Sales assistance given to those 
who qualify. We want to know what territory 
you are covering and how often. 4 
OPPORTUNITY FOR A FEW MEN WHO HAVE 
NON-CONFLICTING LINES. Address Box V-32, 
American Lumberman, Inc. 


SITUATIONS WANTED 











I am 47 years old: own half interest in Lum- 
ber Yard. not satisfied. Would accept position 
as manager or assistant manager oil field or 
farm trade. 30 years’ experience. Want to 
locate in Texas. Address Box P-53, American 
Lumberman, Inc. 





Want to manage going millwork concern with 
privilege of buying interest. Write Box T-35, 
American Lumberman, Inc. 





Experienced Salesman 

Excellent following among lumber, building 
material dealers, contractors and architects 
within one hundred fifty mile radius of Al- 
bany. N. Y. Would like to make a change. 
Experienced in introduction of new materials. 
In position to increase your sales. Address 
Box T-39, American Lumberman, Inc. 





BOOKKEEPER WANTED 


Large Florida Retail Lumber Company wishes 
to employ experienced bookkeeper. Give age. 
send references, and record of employment. 
Address Box T-53, American Lumberman, Inc. 





DETAILER AND BILLER 


We need an experienced Special Millwork 

Detailer capable of handling large buildings 

and Churches. Excellent opportunity for the 

right man, who wishes to locate in Minne- 

— Write Box T-55, American Lumberman, 
c. 


Hardwood Lumber Inspector understands 
manufacturing piling and shipping. Reference. 
Address Box V-22, American Lumberman, Inc. 





Successful wholesale lumber salesman seeks 
connection Manufacturer West Coast products. 
Ohio. Indiana territory. With present connec- 
tion since 1945. Salary and percentage. Re- 
lies confidential. Address Box V-34, American 
umberman, Inc. 


USED MACHINERY WANTED 











WANTED—Young man to represent a well 
established millwork jobber in North Central 
Indiana. calling on retail lumber dealers. 
State age. experience, etc. Address Box T-62, 
American Lumberman, Inc. 





YARD FOREMAN for expanding Connecticut 
yard. Must be experienced in handling men, 
equipment and material. Write stating com- 
plete experience and pay expected in ex- 
change for security and future. Write Box 
T-58, American Lumberman, Inc. 


Wanted to buy 1 — 300 horsepower Steam 
Engine and 1 — 150 horsepower Steam En- 
gine. We prefer a twin type double cylinder 
engine, but will consider other types, so let 
us know what you have to offer. OD 
= COMP. . BIRMINGHAM. ALA- 





WANTED TO BUY — 
MISCELLANEOUS 


LUMBER & DIMENSION 
WANTED 


WANTED 
Appalachian Hardwoods, send lists, 
Penna. Lumber & Post Co., inc, 
Hyndman, Penna. 


WANTED 
Ponderosa Pine and Fir to sell on commis. 
sion. Northern Illinois, Southern Wisconsin, 
Have established yard and _ industrial gg. 
counts. Address Box V-2l, American Lum. 
berman, Inc. 


—- . 











WANTED 
3/8” plywood — 17 x 17 or any m 
Quote price in lots of 500 pieces — any land. 
Address Box V-24, American Lumberman, Ing, 


WANTED: Round and Sawn Locust 


Penna. Lumber & Post Co.., Inc. 
Hyndman, Penna. 


BUSINESS OPPORTUNITIES 


—_—_—_ 

















Manufacturer and Distributor wanted of new, 
ready cut, Patented homes. Exclusive fran. 
chise territory given to manufacturer and dis- 
tributor. Has Federal ne acceptance, 
For particulars write Berger Manufacturing 
Co., Eeckine. Minnesota. 








MISCELLANEOUS — FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 











Advertising Yardsticks 
Bdsswood and ardwood. 
prices, prompt delivery. F. 
Co., St. Charles, Ill. 


Reasonable 
M. Mosedale 





CARDS OF REAL WOOD 
Business, Christmas, Announcements. 
CARDS OF WOOD. Manlius 9, New York 
PLYWOOD CHRISTMAS CARDS 
AND CALENDARS 
aper-thin natural wood veneer. 
end for Illustrated Folder 
CODCRAFT CARDS 
Miller Rd. & Lea Blvd. 
Wilmington, Delaware 


SAW MILL — No.1 _ 3 
Mig. by American Saw Mill Machinery 
Complete with Chrysler Industrial ] 
New — Surplus — Specially Priced — §$I7%l. 
JACKSON-MARKUS SUPPLY CO. 
3612 E. 26th St., Los Angeles, Calif. 
ee 


~ TIMBER & TIMBER LAND 
FOR SALE 


——— 


FOR SALE BY OWNERS. Timber located it 
Upper Peninsula of Michigan. About 3!) 1 
lion feet of white pine and norway pile 
about 2 million feet of maple, birch aé 
beech, and about 1/2 million feet of hemlod 
One complete, large mill. This timber s # 
two tracts. Would sell mill or timber sept 
rately. Address Box V-36, American lL 
man, Inc. 





Two-ply 











———— 
— 


BOOKS FOR SALE 


Lumber Measure Instruction Book $1.00 
Square Foot ineal Foot reference Chat 
$1.00. Lumber Measurements, P. O. Box 
Phila. 35, Pa. 














———— 
et 


BUSINESSES FOR SALE _ 














OPPORTUNITIES IN CALIFORNIA 


The Diamond Match Company, operating 70 
branch yards in Northern California, offers 
men with retail lumber experience positions 
as Yardmen, Salesmen, Assistant anagers 
and Managers. ay opportunity for ad- 
vancement in a rapidly growing organiza- 
tion. Permanence assured for satisfactory 
service. State qualifications and salary ex- 
pected in first letter. 

The Diamond Match Company, Chico, Calif. 

Attention: K. L. Brownell, Superintendent 
Retail Yards 


Lumberman, bookkeeper, accountant in me- 
dium sized mid-western city. Wholesale ex- 
erience preferred. State qualifications. 
eferences required. Confidential. Address 
Box V-35, American Lumberman, Inc. 
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RAILS WANTED 
Any weight—Any tonnage 
. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1. Mo. 





‘STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 


MIDWEST STEEL CORPORATION 
Charleston, W. Va. 


Lumber and Building Material yard, doit 
good business, in Montana town of 9% 
Six room house and 20 extra lots, all 
$32,000. Two trucks and inventory inclu 
Address Box T-48, American Lumbermam 4 





Well established complete woodworking F 
and lumber yard now offered at bargain 
One story building, 7,000 square feet rn 
space in excellent location on bay front, 
lantic City. N. J. Good reason for 
Address John A. Miller, Esq., 614 Schwebt 
Bldg., Atlantic City, N. J a 





Wanted: Asbestos Siding: 1 x 12 Ponderosa 

e, Resawed; Combination Doors; Exterior 
& Interior Doors, Door Frames; Door Jambs;: 
Windows; Window Frames. Or what else 
have you to offer at a price. KAPLAN LUM- 
BER COMPANY, St. Charles, Mo. 


November 


FOR SALE—Lumber yard, hardware and 
pliance store combined in good 
Michigan town. Real estate, inventory 
equipment at a real low figure. on 
opportunity for right man. Address Box 
American Lumberman, Inc. 


5. 19049, AMERICAN LUMBERMAN& 





